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Speed Up Your Turnover 


The customer buying garage hardware from you is a possible prospect for the National No. 810 
Garage Door Holder. Call this need to his attention. The increased sales and good-will you thus 
create will prove the means of speeding up your turnover 


Garage doors, which swing on hinges, as a large majority do, are rendered harmless when 
equipped with this door holder. 


It holds the doors securely open and prevents them from damaging the car when entering or leav- 
ing the garage. 

We are doing our share to speed up business for you also. Every month National Advertising 
carries our message to all the leading architects, builders and car owners in your locality. 

Tie up with this campaign. Use our many dealer helps. Keep full stocks. Get all the business 
we are sending your way. 


And remember—we supply you direct. 


National Mfg. Company 


Sterling, Illinois 























Volume 107 


New York, March 24, 1921 











The Weather-vanes of Business 


IG men—leaders in politics, in thought, in manufacture and in distribution are 
weather-vanes of business. 


q In the rural districts everywhere the weather-vane is a common sight. Perched 
on the highest’ points of farm buildings, it foretells weather conditions by truthfully indi- 
cating the direction of prevailing winds. 


q Only by being above the adjacent trees and buildings is the weather-vane able to record 
the slightest of atmospheric changes—air currents perhaps unnoticed at lower and more 
protected levels. 


q So, too, men who occupy the highest positions in the Government and in the realm of 
business, are by virtue of their commanding position, able to catch the first slight breezes 
of changing conditions, and thus forecast to a certain extent, the business future. 


q As the training and experience of a physician enables him to read in the pulse beat the 
signs of sickness, or the first evidences of returning health, so men of great business or 
governmental experience are first to detect the symptoms of economic relapse or conva- 
lescence. 


q These men from a viewpoint, national and international in its scope, find within their 
range of vision many things which are beyond the horizon of those in lower levels of ac- 
tivity and influence. 


q At the same time their close contact with Governmental affairs, and, their intimate 
knowledge of the factors which control production and distribution fits them admirably to 
analyze existing conditions and calculate the probable effect of changes now in progress. 


q Their utterances are to be viewed, not as expressions of personal opinion, but rather as 
reports by experts, based upon broad vision, careful investigation and keen analysis of 
the factors which make for the detriment or betterment of business conditions. As such 
they deserve the careful consideration of business men. 


q Just now the leaders of the political world are optimistic. The big men in realm of 
hardware declare that the facts and figures—the basic conditions—favor a steady return 
to normal. Both see evidence of rejuvenated faith in America and Americans. 


q The business weather-vane indicates a steadily increasing breeze, which promises to 
drive back the clouds of depression and bring back the sunshine of renewed progress and 
prosperity. 
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T HE chief trouble to-day is that the world 
war wrought the destruction of health- 





| ful competition, left our storehouses empty, 


a and there is a minimum production when our 


need is maximum. Maximums, not minimums, 
is the call of America. 

Normal men and back to normalcy will 
steady a civilization which has been fevered 
by the supreme upheaval of all the world. 

I believe Federal departments should be 
made more businesslike and send back to pro- 
ductive effort thousands of Federal employees 
who are either duplicating work or are not 
essential at all. 
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I believe the budget system will effect a 
necessary, helpful reformation and_ reveal 
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business methods to Government business. 

I believe in the protective tariff policy and 
know we shall be calling for its Americanism 
again. 

Given the assurance of that rugged sim- 
plicity of American life which marked the 
first century of amazing development and this 
generation may underwrite a second century 
of surpassing accomplishment. 

We will attempt intelligent and courageous 
deflation, and strike at Government borrow- 
ing which enlarges the evil and we will attack 
high cost of government. 

Have confidence in the Republic! 
will go on! 


America 


WARREN G. HARDING. 
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Nation’s Big Men Predict Good Times 


President Harding, Noted United States Senators, 
Governors of Great States, Eminent Bankers 
and Leaders in Business World Analyze 
the Present Economic Situation 


Former Secretary of the Navy 
(Copyright, 1921, by Hardware Age) 

The keynote of 1921 should be faith in America. Our 
unlimited resources give us the basis of wealth and 
prosperity. Many people are still shell-shocked and some 
have been gassed, but at heart American people are 
sound and we have the basis for returning prosperity. 
This is no time for depres- 
sing pessimism or buoyant 
optimism, but a time for 
faith, thrift and enterprise 
to be the trinity for restor- 
ing prosperity to the whole 
country. A good slogan for 
prudent men (and condi- 
tions call for prudence as 
well as optimism) is, “If 
you don’t buy what the 
other fellow produces he 
cannot buy what you pro- 
duce.” 

JOSEPHUS DANIELS, 

Secretary of the Navy. 





Governor Robertson 

Copyright. 1921, by Hardware Age 

“Nothing great was ever 
achieved without Enthusi 
asm,” said Emerson. Enthusiasm connotes the vision to 
see the goal, confidence in our power to achieve, the 
buoyant heart to meet and overcome obstacles. 

America was founded by enthusiasts, and her security 
and prosperity were won and preserved through the 
faith of devoted men and women who passed on the 
flaming torch of Optimism from generation to genera- 
tion, 

I believe that the dawn is here. Help! Don’t hinder. 

J. B. A. ROBERTSON, 
Governor of Oklahoma. 
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Guaranty Trust Company 
(Copyright, 1921, by Hardware Age) 

A new period of conservative optimism, renewed cour- 
age and restored confidence is at hand. There is every 
assurance of a return to normal business conditions, 
stabilized prices, easier money and larger business op- 
portunities. CHARLES H. SABIN, 

President, Guaranty Trust Company. 


U. S. Senator Calder 
(Copyright, 1921, by Hardware 
Savings deposits are increasing both in number of 
depositors and in average size of deposit. Sound se- 
curities are finding a ready market among real invest- 
ors. Labor is becoming stabilized; the workman is 
sticking to his job and saving part of his pay. Our 
resources are illimitable. I am strongly optimistic. 
WILLIAM M. CALDER, 
U. S. Senator. 
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HARDWARE AGE, in conjunction with 
leading publications in other trade 
fields, has secured the following val- 
uable and exclusive statements over 
the signatures of America’s Big Men 
in the affairs of Government and In- 
dustry—They present facts that can- 
not fail to command careful consid- 
eration—They reflect a consensus of 
opinion that all danger of panic is 
past and that the return to a normal 
prosperity has begun. 


U. S. Senator Wadsworth, Jr. 
(Copyright, 1921, by Hardware Age) 

We are in the midst of a readjustment. It hurts a 
little while it is,going on, but it won’t last long and we 
shall all be better for it. The country is really in good 
shape; and it is getting better. Patience, thrift in both 
public and private expenditures, and intelligent optimism 


are bringing us around. 
We have efficient labor, 
capital, railroad facilities, 


and untold resources. We 
can do business at home and 
will do more and more 
abroad. 
J. W. WADSWORTH, JR., 

U. S. Senator. 


U. S. Senator Newberry 
Copyright, 1921, by Hardware Age 

Headway is not made by 
looking over one’s shoulder. 
One must look fearlessly 
ahead, and go ahead. 

Of course, business has 
been slow during the read- 
justment period, especially 
when compared with this 
time last year, when there 
was a riot of spending all along the line. 

Take the automobile industry. One million five hun- 
dred thousand automobiles will be required in 1921 for 
replacements alone and then there will be other thou- 
sands necessary to meet the demands of-those persons 
who, during the year, will become car owners for the 
first time. T. H. NEWBERRY, 

U. S. Senator. 


Former Attorney-General Palmer 
(Copyright, 1921, by Hardware Age) 

A forecast of business conditions by those in a posi- 
tion to talk intelligently is worthy of the closest perusal. 
I feel confident that the men you quote are right in say- 
ing that good times are coming. 

A. MITCHELL PALMER, 
Attorney-General. 


U. S. Senator Sterling 
(Copyright, 1921, by Hardware Age) 
We have vast resources and are within sight of an 
immediate improvement. THOMAS STERLING, 
U. S. Senator. 


U. S. Senator Harreld 
(Copyright, 1921, by Hardware 
The Government reports that our 1920 crops were, on 
the whole, the most bountiful ever garnered, thus insur- 
ing ample supplies of foodstuffs for both man and beast. 
J. W. HARRELD, 
U. S. Senator. 
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Senator Carter Glass of Virginia 
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E. H. Gary 
(Copyright, 1921, by Hardware Age) 


The present tendency is toward improved business 
conditions. 

This does not necessarily mean that there is a decided 
increase in volume, but it does mean that the general 
aspect, including the temper of business men, is better. 
We are certain to have decided improvement within a 
comparatively short time. 

I do not believe in misrepresentation of facts, but I 
would always rather emphasize the many good features 
in sight than dwell upon the unsatisfactory features, if 
there are any. The facts and figures are still in favor 
of progress and prosperity. E. H. GARY, 

Chairman United States Steel Corporation. 


Charles M. Schwab 
(Copyright, 1921, by Hardware Age) 


I am an optimist on the situation. The great body of 
American business will soon emerge with a vigor and 
an energy the world has never known before. 

CHARLES M. SCHWAB. 


U. S. Senator Glass 
(Copyright, 1921, by Hardware Age) 


To-day the country is in very fair shape. The trouble 
exists mostly in the minds of the public. That they are 
beginning to realize this is indicated in a thousand and 
one hopeful ways and soon everybody will be talking 
prosperity. CARTER GLASS, 

U. S. Senator. 


Thomas W. Hardwick 


(Copyright, 1921, by Hardware Age) 


The country and its financial conditions are funda- 
mentally sound. I have every confidence in a speedy 
return to normal prosperity and feel certain the year 
1921 will be a most prosperous one. It is the duty of 


every American citizen to face the New Year in a spirit 

of confidence and energy and to help make it a pros- 

THOS. W. HARDWICK, 
Governor of Georgia. 


perous and successful one. 


Charles M. Schwab 


Judge E. H. Gary 





Former Secretary of the Interior 
(Copyright, 1921, by Hardware Age) 

Frank F. Porter, chairman of the Finance Committee 
of the National Industrial Council, last month predicted 
better business conditions within ninety days. The Har- 
vard economic committee holds to its forecast that ‘“‘the 
recession of business now in progress will terminate by 
April, 1921.” John Moody, the authority on securities, 
is convinced “that a business revival will occur during 
1921, and especially after the end of the first quarter; 
for such a revival is definitely foreshadowed by the 
present abundance of material and labor, and by the 
abundance of capital which we will probably soon see.” 

JOHN BARTON PAYNE, 
Secretary of the Interior. 


Governor Preus 
(Copyright, 1921, oy Hardware Age) 

America’s railroads are to-day functioning more effi- 
ciently than ever before in their history. Congestion 
is rapidly becoming a thing of the past. The ablest 
railroad presidents declare that industry and business 
can now count upon prompt, satisfactory service. 

The health of the American people is splendid; faith 
in the stability of the country is strong; the spirit of 
enterprise in influential circles is undaunted. 

J. A. O. PREUS, 
Governor of Minnesota. 


U. S. Senator Shields 
(Copyright, 1921, by Hardware Age) 
Let us all be optimistic. The world is steadily re- 
cuperating and good times are coming. 
JOHN K. SHIELDS, 
U. S. Senator. 


Governor Russell 
(Copyright, 1921, by Hardware Age) 

We need to work and save. Proper encouragement 
should be given to the farmers and laborers of the 
country in their daily toil and in marketing the produce 
of the farmers. If we do this, America is safe, and 
our people will be contented and happy. 

LEE M. RUSSELL, 
Governor of Mississippi. 
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A. H. Decatur, Boston 


W. D. Biggers 
President American Hardware Manufacturers’ Asscciation 
(Copyright, 1921, by Hardware Age) 

We are now in a more secure position than at any 
time in months, in spite of surface appearances to the 
contrary. 

We all stand together. 

The vital point in the whole situation is that we must 
all take what is only an apparent step backward, in 
order that we may once more take a real step forward. 

Happily, our troubles are not fundamental. Our 
enormous natural resources are unimpaired, the per 
capita wealth and purchasing power of the people was 
never greater, and our new banking machinery insures 
us against panicky conditions. The process of deflation 
is always painful, but it is essential to economic and 
financial health. 

Let us all do a little smiling, a little patting of the 
other fellow on the back, and above all, let us bear in 
mind that the thing that made America the greatest 
country under the blue heavens, namely, honesty, in- 
dustry, generosity and spirituality, are still our cardinal 
assets and should be employed by each of us in these 
times with renewed determination. 

All that is needed is confidence, economy, energy, 
patience. 


W. D. BIGGERS. 


A. H. Decatur 
President National Hardware Association 
(Copyright, 1921, by Hardware Age) 

A much better feeling prevails regarding the business 
outlook and conditions are gradually improving, par- 
ticularly in the hardware business. Prices on the aver- 
age are still high, probably higher than they were at 
the date of the signing of the armistice, and they will 
decline as the cost of production becomes less. There 
is every reason to look forward to a big demand for most 
goods in the hardware line. 

The purchasing public has changed from the classes 
who have had unusual purchasing power on account of 
high wages and big profits to those who have accumu- 
lated money by thrift and economy. The purchasers in 
the past few years have not stopped on account of high 
prices. Purchasers from now on will insist upon having 
a reasonable equivalent for the money spent. This is 


Matthias Ludlow, Newark, N. J. 


W. D. Biggers, Detroit 


having a tendency to slow up business at present, but 
as values come nearer a sound basis, business will be 
good. 

A. H. DECATUR. 


Matthias Ludlow 
President National Retail Hardware Association 
(Copyright, 1921, Age) 

Conditions are going to settle down to normal. 
Whether that normal is going to be based upon what 
was normal six years ago or not is a question, with the 
probabilities that it will not. 

But whatever the new normal is, the hardware mer- 
chant is going to face it better equipped to obtain some- 
thing more akin to a square deal than ever he was before. 
And this will be because he has learned to concentrate 
upon the idea of getting a fair compensation for fair 
services rendered and also by being more careful in 
both buying and selling. 

There should be no great curtailment of buying. Buy- 
ing will be done more wisely and selling will be done 
more actively, and the chances are that more goods will 
be handled by the new scientific process than were ever 
handled before, and this will be done to the greater 
satisfaction of the manufacturer, jobber and retailer. 
And the public will be better served and satisfied. 

Knowing this, we can proceed safely to make our 
business pay us what it should. We are better business- 
men and with that fact apparent there is no reason why 
the future of the hardware line should not be bright and 
cheerful. 


by Hardware 


MATTHIAS LUDLOW. 


Governor Stephens 
(Copyright, 1921, by Hardware Age) 
The people of the State of California realize the bot- 
tom has been reached and the upward climb is starting. 
WILLIAM D. STEPHENS, 
Governor of California. 


American Automobile Association 
(Copyright, 1921, by Hardware Age) 

We all feel the next few weeks will see a great change 
in business conditions. DAVID JAMESON, 


President, American Automobile Association. 
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Govermor Nathan L. Miller of New York, Governor Henry J. Allen of Kansas and Senator Walter E. Edge 
of New Jersey 


Governor Allen, Kansas 
(Copyright, 1921, by Hardware Age) 

Men like Herbert Hoover, E. H. Gary, J. Ogden Ar- 
mour, Francis H. Sisson, B. C. Forbes and Guy Emerson 
state that the worst is over and that recovery may be 
expected very soon. Mr. Forbes, in an analysis of the 
views of financial leaders in his magazine, comes to the 
conclusion that the situation contains more favorable 
than unfavorable features, and indications point not to 
disaster, but to early betterment and to the setting in 
of genuine prosperity early in 1921. 

HENRY J. ALLEN, 
Governor of Kansas. 


Governor Miller, New York 
(Copyright, 1921, by Hardware Age) 

I am convinced that business improvement will be 
much more rapid than perhaps the more conservative 
among us expect. Certainly, every factor of discour- 
agement has been discounted, and a survey of the situa- 
tion seems to indicate strongly that the many encourag- 
ing signs of the times have not been given their full 
measure of value. NATHAN L. MILLER, 

Governor of New York. 


U. S. Senator Edge 
(Copyright, 1921, by Hardware Age) 

National confidence is what we need abové all things. 
Let solid, not emotional optimism be the keynote of 1921. 
Good times are on the way. WALTER E. EDGE, 

U. S. Senator. 


Governor Brown 
(Copyright, 1921, by Hardware Age) 
A careful analysis of the situa- 
ALBERT O. BROWN, 
Governor of New Hampshire. 


Ring in prosperity. 
tion justifies optimism. 


Governor Shoup 
Hardware Age) 


(Copyright, 1921, ba 


From now on conditions will improve. 
OLIVER H. SHOUP, 
Governor of Colorado. 





U. S. Senator Owen 
(Copyright, 1921, by Hardware Age) 

Buy what the other fellow produces if his prices are 
fair and decent, and when you sell be satisfied with a 
fair profit yourself. ROBERT L. OWEN, 

U. S. Senator. 
U. S. Senator Curtis 
(Copyright, 1921, 

Business slumps, prices fall, and men are rushed into 
panic by their fears. Those that have built merely on 
the greed for things suffer the destruction of their 
hopes. 

But underneath the fundamentals remain unshaken. 

Faith in overruling justice, faith in the nation, faith 
in each other and ourselves—that faith speaks confi- 
dence in times like these. It knows that conditions will 
right themselves, and all that is fit to survive will 
emerge stronger than before. Good times are coming. 

CHARLES CURTIS, 
U. S. Senator. 


by Hardware Age) 


Governor Denney 
(Copyright, 1921, by Hardware 
Start the wheels of industry humming. Help send 
the country bustling back to business. Good times are 
on the way. The best informed authorities agree that 
this spring will see dawning prosperity after a hard 
winter. Wm. D. DENNEY, 
Governor of Delaware. 


Age) 


U. S. Senator Willis 
(Copyright, 1921, by Hardware Age) 

Buy what the other fellow produces now—don’t wait. 
If you don’t buy what the other fellow produces he can- 
not reciprocate. As soon as this sinks in we will have 
good times again. FRANK B. WILLIS, 

U. S. Senator. 


Governor McCray 
(Copyright, 1921, by Hardware 
Shortly there will be a change for the better. 
WARREN T. McCray, 
Governor of Indiana. 
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William B. Munroe 
(Copyright, 1921, by Hardware Age) 


“My thoughts regarding business conditions for the 
near future are along the lines that we must not look 
for a large volume of business, nor have we any right 
to expect it to be that way in view of the wonderful 
showing which this country has made during the last 
few years. We cannot continue onward at such a rapid 
pace, but must take readjustments from time to time 
as they come along, realizing that the business pendulum 
swings back and forth and when it goes too far on one 
side it swings back just a little farther on the other 
side. But above everything else, this is a time for 

- business men to keep cheerful, as the state of mind 
of the buying public is very much upset over present 
conditions, and it is the way they look at things after 
all that will help us out in placing business back on a 
proper basis. 

“All of us at some time in our lives are faced by big 
jobs. We hesitate to tackle them, and the most difficult 
part of the job is to begin. That is what faces all busi- 
ness enterprises to-day, and if we will tread healthily 
along, facing what is ahead bravely, we will certainly 
do our part and assist materially in again reaching the 
goal and going beyond what has ever been accomplished 
in this country up to the present time. 

“From my standpoint, the business of the country in 
all lines is due for a spell of hard work.” 

WILLIAM B. MUNROE. 


William Heyburn 


(Copyright, 1921, by Hardware Age) 


Confidence is returning and merchants and consumers 
are beginning to buy for their requirements. 

The demand for lower prices has been answered in 
the affirmative on practically every large line and in 
most lines in a very radical way. 

The elimination of the risk of large losses on stocks 
and the reduction of stocks generally below a working 
level are the outstanding features of the present trade 
situation. 

WILLIAM HEYBURN. 


William Heyburn, Louisville 


Wallace D. Simmons, St. Louis 


Wallace D. Simmons 
(Copyright, 1921, by Hardware Age) 


Our salesmen’s reports and the business they are 
actually doing, as well as the expression of the views 
of the merchants all over the country, lead clearly to 
the conclusion that while business is very slack and it 
is not averaging more than one-half of that which all 
were enjoying a year ago, it has not had the effect of 
discouraging the merchants throughout the country or 
making them pessimistic with reference to the future. 

In practically all sections they look for a gradual 
revival of business in the near future. There are some, 
of course, who think that revival cannot come until 
autumn, due largely to local conditions, but generally 
they expect it to begin in the late spring or early 
summer and to gradually grow as the year goes on. 

I find that quite universally that disposition which 
was shown last autumn by people of various callings, to 
want to hold back from adjusting themselves to the new 
conditions and new levels which were being demanded 
by the public, seems to be quite materially changed. 
Very many have accepted the situation, have adjusted 
themselves accordingly and are already getting under 
way on a new basis such as will insure a gradual but 
steady return of prosperity. 

On the other hand, many of the standpatters among 
producers, distributers, consumers and -laborers, those 
who have expected all of the adjustments to be made by 
others in their favor, are beginning to show a very 
different attitude—some because of necessity, others 
from conviction—but the result is a definite clearing of 
the atmosphere and gradual elimination of those ob- 
stacles that have interfered with the revival of the 
exchange of products of our various sections. 

Therefore, we see every indication not only of the 
soundness of conditions, but of a gradual working back 
to normal conditions. A beginning in that line is al- 
ready definitely in evidence in so many districts in 
various sections of the United States as to make it quite 
clear that it is only a question of time until we shall 
be back to normalcy with many of the obstacles definitely 
eliminated. 

We are therefore thoroughly optimistic. 

WALLACE D. SIMMONS. 
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Senator Joseph S. Frelinghuysen, New Jersey; Senator Harry S. New, Indiana, and Senator Miles Poindexter, 


Washington 


U. S. Senator Frelinghuysen 
(Copyright, 1921, by Hardware Age) 
The rising sun of prosperity is made evident by mills 
and factories starting up all over the land. 
JOSEPH S. FRELINGHUYSEN, 
U. S. Senator. 


U. S. Senator Poindexter 
(Copyright, 1921, by Hardware Age) 

I have no doubt at all we are at the beginning of an 
era of great prosperity for the United States. The 
country is richer to-day than it has ever been and in 
a very short while an era of construction, to make up 
for the long period of time in which construction has 
been at a standstill, will bring increased business 
activity in almost every line. Fair wages, honest work, 
observance of the law, and general good will will make 
good times. MILES POINDEXTER, 

U. S. Senator. 


U. S. Senator New 
(Copyright, 1921, by Hardware Age) 

Think of business conditions in terms of something 
to be overcome, not something to sit down under. The 
business men who are optimistic to-day are those who 
did not permit themselves to degenerate into order- 
takers in the recent sellers’ market, nor undertakers 
in the present buyers’ market. Consequently they are 
still producing sales. Every day finds new adherents 
to their ranks and we will soon experience the benefit. 

Harry S. NEw, 
U. S. Senator. 


U. S. Senator McCumber 
(Copyright, 1921, by Hardware Age) 

We have the people, we have the capital, what we need 
is to start them all to work and at once. We want a 
hundred per cent labor efficiency in every field of pro- 
duction that will give us plenty. We want every manu- 
facturer and merchant to sell the products of this labor 
for the lowest reasonable price. We want the public 
then to resume buying. That will start every industrial 
wheel into action. Let optimism be the slogan of 1921. 
Let that optimism be evidenced by action. 

P. J. MCCUMBER, 
U. S. Senator. 











Governor Hartness 
(Copyright, 1921, by Hardware Age) 

Farm products, while not bringing the prices hoped 
for by extremists, are in a very comfortable economic 
situation and are steadily easing up the financial posi- 
tion as they begin to flow to market. And the money 
they bring is not being hoarded, but is available for 
the regular channels of trade. JAMES HARTNESS, 

Governor of Vermont. 


Governor Sproul 
(Copyright, 1921, by Hardware Age) 

We should all help restore national confidence by being 
optimistic. 

To-day the country is all right. The trouble exists . 
mostly in the mental attitude of the people. Buy what 
you need and can afford; start doing it to-day. 

Wo. C. SPROUL, 
Governor of Pennsylvania. 


Governor Kilby 
'(Copyright, 1921, by Hardware Age) 
I believe, as all right-thinking men do, in saying the 
upward swing is due. THos. E. KILBY, 
Governor of Alabama. 


Governor Frazier 
(Copyright, 1921, by Hardware Age) 


The present business depression in the United States 
has occurred in the face of bumper crops, abundant raw 
materials of all kinds, the best-equipped manufacturing 
establishments in the world, the most efficient and in- 
telligent workers in any nation, and the strongest 
foreign demand for our products that has ever existed. 

The depression, therefore, is wholly artificial. 

LYNN J. FRAZIER, 
Governor of North Dakota. 


U. S. Senator Spencer 
(Copyright, 1921, by Hardware Age) 


Buy now—put your shoulder to the wheel, for Indus- 
try is but a big wheel. Let the screen instill confidence. 
S. P. SPENCER, 
U. S. Senator. 
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Senator Arthur Capper, Kansas 





U. S. Senator Capper 
(Copyright, 1921, by Hardware Age) 

In the West we already feel the upward trend of re- 
newed business activity. Our leading merchants have 
been steadily depleting their stocks, until in many cases 
their inventories are already below normal. There is 
consequently a growingly favorable attitude toward re- 
placement, and they are beginning to refill their shelves 
with seasonable goods. HARDWARE AGE has performed 
a public service in collating the facts of returning 
prosperity. ARTHUR CAPPER, 

U. S. Senator. 


U. S. Senator Lenroot 
(Copyright, 1921, by Hardware Age) 


Business may take a slightly different form, but very 
soon there will be business in very good volume. The 
men who are pessimistic about our country as a whole 
—and particularly about the great Central West—may 
have a small local following here and there, but their 
estates will pay no large inheritance taxes when they 
die. IRVINE L. LENROOT, 

U. S. Senator. 


A. J. Bihler 
(Copyright, 1921, by Hardware Age) 


While hardware is still in process of readjustment 
and price revisions will continue for many months to 
come, substantial reductions have been made on many 
important lines, and we have reached a point where 
merchants can and should replenish their stock. There 
will be a good trade in 1921. Business must go on, 
and while one should not expect to have the same volume 
as in abnormal years at higher prices, the wise mer- 
chant is he who prepares to meet the demand which is 
sure to come, and at no far distant date. 

Let us meet the present situation with good grace 
and with a firm resolve to increase our efficiency, to 
work and to smile, to bend our energies toward the up- 
building of our community, and we can look to the 
future with confidence. 

A. J. BIHLER. 





Senator Lenroot of Wisconsin 


A. J. Bihler of Pittsburgh 


T. James Fernley 
(Copyright, 1921, by Hardware Age) 

As we all know the commercial atmosphere during 
the past sixty or ninety days has been charged with an 
unusual amount of gloom, undoubtedly due to the fact 
that prices in some commodities which had advanced to 
the extent of four or five times the pre-war prices were 
suddenly subject to great declines and some engaged in 
the various branches of the hardware business possibly 
felt that they would be confronted with the same con- 
ditions. 

They now realize that this premise was not justified 
and that while there has been a tendency for a slight 
reduction in some lines, yet there is no occasion for 
alarm, and hence we find that buying is proceeding 
along progressive but conservative lines. 

The demand is good—there does not seem to be any 
overproduction—financial conditions are getting better 
slowly, but surely, and with the advent of spring pros- 
perity will undoubtedly return and all will be bene- 
fited by reason of the fact that they have had a little 
spell in which to rest and readjust their business to 
what we call “normal conditions.” 

T. JAMES FERNLEY. 


Governor Parker 
(Copyright, 1921, by Hardware Age) 

Trade, the “calm health of nations,” -is rapidly re- 
turning to normal channels. The depression will be over 
within a few weeks, the best authorities agree. The busi- 
ness men of Louisiana are optimistic. 

JOHN M. PARKER, 
Governor of Louisiana. 


Governor Morgan 
(Copyright, 1921, by Hardware Age) 
State-wide reports encourage a feeling of optimism. 
E. F. MorGAN, 
Governor of West Virginia. 


Governor Hardee 
(Copyright, 1921, by Hardware Age) 
1921 is going to be one of the most prosperous years 
in America’s history despite its poor start. 
CAREY HARDEE, 
Governor of Florida. 








Governor Campbell 
(Copyright, 1921, by Hardware Age) 
The country is in good shape. The trouble exists 
mostly in the minds of the people. 
Let optimism be our guiding spirit in 1921. Our re- 
sources are illimitable. THOMAS E. CAMPBELL, 
Governor of Arizona. 





Federal Reserve Board - 
(Copyright, 1921, by Hardware Age) 

Not only has all danger of a great financial crisis or 
money panic been passed, but business generally is 
safely over the most critical and trying stage of the 
readjustment period. W. P. G. HARDING, 

Federal Reserve Board. 


Governor Olcott 
(Copyright, 1921, by Hardware Age) 
Good times are coming. 
BEN W. OLCOTT, 
Governor of Oregon. 


Governor Morrow 
(Copyright, 1921, by Hardware Age) 
There is no real reason for continued depression, and 
I believe things will improve from now on. 
EDWIN P. Morrow, 
Governor of Kentucky. 


U. S. Senator Shortridge 
(Copyright, 1921, by Hardware Age) 
Despite reports of men being laid off I believe the 
tide is turning. SAMUEL M. SHORTRIDGE, 
U. S. Senator. 


Governor Davis 


(Copyright, 1921, by Hardware Age) 


Let every loyal American help in putting his shoulder 
to the wheel. The skies ase brightening. 
Harry L. DAVIS, 
Governor of Ohio. 


Governor Ritchie 
(Copyright, 1921, by Hardware Age) 
A reduction in taxation may be expected. This espe- 
cially applies to business and profits ‘taxation. 
The war made the United States the richest country, 
potentially, in the world. ALBERT C. RITCHIE, 
Governor of Maryland. 


Governor Davis 
(Copyright, 1921, by Hardware Age) 

“Good times are ahead.” Let us keep that picture in 
our minds and let the thought be reflected in our speech. 
Confidence will speed the time when business will func- 
tion normally. It is close at-hand, and to-day America’s 
opportunity for economic success is greater than ever 
before in its history. D. W. DAVIS, 

Governor of Idaho. 


U. S. Senator McLean 
Hardwa € 


It is very important that the American people should 
keep up their courage, as there is no occasion for losing 
it. The return to a normal state of mind will greatly 
aid our return to normal industrial conditions. Optim- 
ism should be the keynote for 1921, and, while it is well 
to economize, we must remember that if we do not buy 
what our neighbor produces he cannot buy what we 
produce. GEORGE P. MCLEAN, 

U. S. Senator. 
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U. S. Senator Overman 
(Copyright, 1921, by Hardware Age) 

I am in hearty accord with those eminent Americans 
who predict prosperity. 

Industry is but a big wheel and when it revolves 
without strain it grinds out prosperity and prosperity 
means happiness, cheerful homes and contented fam- 
ilies. 

LEE S. OVERMAN, 
U. S. Senator. 


The Crockery Board of Trade 
(Copyright, 1921, by Hardware Age) 

There is a better understanding between capita! and 
labor. The effect will shortly be felt in all branches 
of trade. Buying will be stimulated everywhere. The 
money held back for lower prices is being liberated. 

KENNARD L. WEDGWOOD, 
President, Crockery Board of Trade. 


Iron and Steel Board of Trade 
(Copyright, 1921, by Hardware Age) 

Let optimism be the watchword of 1921. Signs of 
returning prosperity justify it. The country is in good 
shape. E. A. Hoss, 

President, Iron and Steel Board of Trade. 


Former Secretary of War 
(Copyright, 1921, by Hardware Age) 
We should all put our shoulder to the wheel in the 
praiseworthy effort to restore national confidence. 
NEWTON D. BAKER, 
Secretary of War. 


Former Secretary of Commerce 
(Copyright, 1921, by Hardware Age) 

A square deal in business should be the watchword. 
Our resources are illimitable. We are within sight of 
adequate capital to develop them, more efficient labor to 
handle them, better railroad facilities to transport them 
and a steadily recuperating world to buy our supplies. 

JOSHUA W. ALEXANDER, 
Secretary of Commerce. 


U. S. Senator Watson 
(Copyright, 1921, by Hardware Age) 


As day follows night, and flood-tide follows ebb, so 
inevitably must the existing business depression come 
to an end and the inflooding tides of prosperity begin 
to rise. This spring will mark the turning point. 

JAMES E. WATSON, 
U. S. Senator. 


U. S. Senator France 
(Copyright, 1921, by Hardware Age) 

Buy now from the retailer, so that he can order from 
the manufacturer and give him a chance to keep his 
workmen employed. 

All can help—don’t say all this sounds good, but [’ll 
just hang on to my money and let the other fellow spead 
his. 

Buy now—put your shoulder to the wheel. 

JOSEPH I. FRANCE, 
U. S. Senator. 


U. S. Senator Stanley 
(Copyright, 1921, by Hardware Age) 
A long pull and a strong pull altogether for the res- 
toration of confidence. The business skies are clearing. 
A. O. STANLEY, 
U. S. Senator. 




















Teaching Golf in the Hardware Store 


How the Sporting Goods Department Can Be Made 
the Mecca for All Sportsmen at This Time of the 


Year— Your 


66 AKING two blades of 
M grass grow where only 
one grew before’”’ isn’t ex- 

clusively the farmer’s job. 

Sporting goods dealers can use 
the idea, too. It isn’t copyrighted. 

Some of ’em are using it. Others 
are going to, simply because it is a 
practical way of stimulating sales. 
“Making two blades grow’ means 
stimulation of sales by making more 
amateur sportsmen and by helping 
the golfer, fisherman, baseball 
player, etc., to become more expert 
and thus a greater user of clubs, 
shoes, tackle, bats, mitts, etc. 

This is the way they do it out in 
Des Moines, the delightful Iowa 
city that boasts the social life of 
our bigger municipalities. 

The Garver Hardware Co. em- 
ploys a golf instructor who teaches 
the game to the beginner. A table 
near by contains the various 
mashies, niblicks, clubs, etc., and a 
narrow section of the store has 
been set off for a miniature course. 
Its depth is about 75 ft. and a net 
catches the driven ball. The -in- 
struction is confined to teaching the 
amateur how to hold the club, how 
to assume the right position and 
how to swing his body into the 
stroke. 

Golfers appreciate the service so 
generally that the instructor has to 
make appointments and limit the 
time given, any one day, to short 
periods. Women, especially, re- 
spond to the idea. Many an aspir- 
ing golfer might never have exer- 
cised her secret desire had not the 
Garver store made it easy for her 
to get started in the absorbing mys- 
teries of the popular pastime. 

Making Golf Fiends 

Where do such amateurs buy 
their clubs, shoes, balls, bags, etc.? 

That’s right, the answer is “at 
Garver’s.” 

How many new “golf fiends” has 
the store made? 

The answer is indefinite, but Mr. 
Kinney, of Garver’s, says the num- 
ber is very large. 

“Making two blades grow where 
only one grew before,” surely puts 
work on the shoulders of the cash 
register. And that piece of furni- 
ture can’t get any too much exer- 





Surest Money Making 


cise, can it? Suppose the Garver 
idea made only one hundred new 
golfers a season, would it pay? 
Sure, because the idea demands 
practically no extra expense, for the 
instructor is a regular salesman. 
And how he can sell goods after 
he wins the confidence and good- 
will of the customer by showing 


Department 


When the trout season opens this 
store offers a high class reel or 
other valuable prize to the resident 
of Kalamazoo who catches the big- 
gest trout on opening day. Fisher- 
men bring in their dandies to be 
weighed and photographed. A few 
days later the award is made. The 
stunt is advertised on the sporting 
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* In Fort Wayne, Ind., they are ready for all the spring sports. 


Tennis, 


fishing, baseball and golf will start soon 


them, pleasantly and painstakingly, 
how to better their game! 

Up on the fifth floor of a depart- 
ment store in Kalamazoo is the 
sporting goods department. Can 
you imagine a department store 
bringing men to that out-of-the- 
way spot to buy equipment? Such 
a handicap would appea: fatal, but 
this store has overcome it, just as 
a hardware store can do, by judi- 
cious use of the ever-old but always- 
good prize stunt. 
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goods page of the daily newspaper 
before the season opens and the 
winner is announced in the news- 
paper. 

Getting the Sportsmen Into the Store 


You see plainly what happens; 
the fishermen are pushed into the 
habit of going to this store—to a 
poorly located sporting goods de- 
partment, if you please—to see the 
prize winning photos, and it is only 
natural that with the store name 
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branded into their brains, time and 
time again, they think of that sport- 
ing goods department when they 
discover they need a new fly, a rod 
or other tackle. A like stunt can be 
worked to interest the amateur 
huntsman. It’s such a simple idea 
that many dealers don’t “bother” 
with it. But it’s a bell-ringer, every 
time. 

Two weeks before Santa’s 1920 
Christmas calls the Peoples Hard- 
ware Co., Gary, Ind., announced a 
reception to local golfers and made 
Andy Robinson, golf club instruc- 
tor, chairman and chief of the re- 
ception committee. Andy was pres- 
ent in the store wearing a smile 
(and the usual clothing) and he 
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ware” with “sporting goods.” This 
store has found that throughout the 
entire year it can well afford to give 
one of its windows, exclusively, to 
sporting goods. It has also found 
that it pays to carry a large and 
varied stock. Sportsmen are no- 
tional, they have prejudices, and it 
doesn’t take them long to find the 
store that has “just the thing.” An- 
other way to make a market is to 
make your store dominant by the 
variety of stocks carried. 


The Factory League Idea 


Being a booster for all amateur 
sports is a plan used by the Albany 
Iron & Hardware Co., Albany, N. Y. 
This concern organized a few years 

















Right opposite the door is this golf display rack in the Barrett Hardware 
Co. store in Joliet, Ill. 


greeted his golfers as a salesman, as 
well as a friend. Of course, the 
conversation plunged right into 
golf. And while on the subject, 
Andy showed goods. Not with an 
idea of selling them. O my, no! 
Not at all! But he did sell them, 
just the same. It’s hard for a real 
golf fan to pick up a pretty brassie 
and lay it down again. .Desire 
demands purchase and desire wins. 
The Gray store, aided and abetted 
by Andy, sold golf goods around 
Christmas faster than the “waiting” 
store sells them in early August. 
Making a market is the quick way 
to get the cash register in condition 
to need oiling. Waiting for a mar- 
ket is bound to mean less business. 
In Fort Wayne, one of Indiana’s 
best outlets for sporting goods is 
the Fort Wayne Hardware & Sport- 
ing Goods Co., a hardware store 
that does enough sporting goods 
business to divide the title ‘“‘hard- 


ago a factory league, permitted the 
sporting goods manager to be its 
president, and offered the prize of a 
trip to the world’s series baseball 
games to the best batter, best 
fielder, etc., and also a team prize 
of uniforms to the pennant winner. 
The plan has never been dropped. 
It has made hundreds of amateur 
ball players. It has helped to sell 
goods and it has given scores of 
men a form of outdoor exercise and 
play that has added happiness and 
health to their lives. 

A hypodermic of store interest 
will enliven the sportsman and 
grow sales where sales are not 
growing now. 


Murray Co. Fire 


A fire supposed to have started from 
a defective electrical wire did damage 
to the amount of $100,000 to the stock 
and building owned by the Murray 
Hardware Co., Honesdale, Pa., on Fri- 
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day, March 11. The fire was discov- 
ered shortly after eight o’clock and 
before the fire companies were success- 
ful in extinguishing it much of the in- 
terior of the building had been de- 
stroyed and the stock had either been 
damaged by fire or the water. 

The Murray Hardware Co. is one of 
the biggest and best known concerns 
in the state of Pennsylvania and 
Robert Murray is a well known dealer, 
being prominently identified with the 
Pennsylvania and Atlantic Seaboard 
Hardware Association. 

It has long been the custom of the 
company to hold a “Big Party” the 
last week in March and all prepara- 
tions had been made for 1921. At 
this time the people for miles around 
Honesdale are invited to attend and 
to examine the new stocks. It has 
been announced that the party is “off” 
for this year. Mr. Murray states, 
however, that as soon as insurance ad- 
justments are made he would start re- 
building. 


Coming Hardware 
Conventions 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 


rillo, Tex., May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Del- 
heart, Tex. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921, Headquarters, O. Henry Hotel. 
T. W. Dixon,  secretary-treasurer, 
Charlotte, N. C. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., May 11, 12, 13, 1921. Hotel 
headquarters, Marlborough-Blenheim. 
F. D. Mitchell, secretary-treasurer, 
4106 Woolworth Building, New York 
City. 

SOUTHERN HARDWARE JOBBERS’ AS” 
SOCIATION CONVENTION, Atlantic City, 
N. J., May 11, 12, 13, 1921. Hotel head- 
quarters, Marlborough-Blenheim. John 
Donnan, _ secretary-treasurer, Rich- 
mond, Va. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee, Convention and Ex- 
hibition, Atlanta, Ga., May 17, 18, 19, 
20, 1921. Walter Harlan, secretary, 
701 Grand Theater Building, Atlanta, 
Ga. 

METAL BRANCH OF THE NATIONAL 
HARDWARE ASSOCIATION CONVENTION, 
Hotel Cleveland, Cleveland, Ohio, June 
3 and 4, 1921. George A. Fernley, sec- 
retary, 505 Arch Street, Philadelphia, 
Pa. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Great Southern Hotel, Gulfport, June 
14, 15, 16, 1921. E. R. Gross, secre- 
tary, Agricultural College. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Louisville, Ky., 
June 20, 21, 22, 23, 1921. Headquar- 
ters, Seelbach Hotel. Herbert P. 
Sheets, secretary, Argos, Ind. 
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THE MAN BEHIND THE COUNTER SAYS: 
Cautious Complimenting of 
Customers Is Real Courtesy 


NE of the NOT to do things in 

selling goods is to antagonize 
the customer, through argument or 
too positive difference of opinion 
with the possible purchaser. 

One of the things ALWAYS to do 
is to compliment his judgment by 
agreeing with him just as far as 
possible. 

Suppose Mrs. Smith comes into the 
stove department to look at a gas 
range and she has pre-conceived no- 
tions about oven arrangements, 
enamel splashers, the broiler, etc. 
And suppose that Mrs. Smith’s ideas 
are obsolete and it would be wrong to 
sell her the kind of antiquated range 
that she thinks she wants. 

How will you disabuse her mind of 
the fallacies that have taken root 
there? Will you overcome her ob- 
jections by arguing with her? 

Certainly not. Some one has said, 
“The only person who ever won an 
argument with a woman was another 
woman.” But whether or no the 
feminine species is more “sot” in her 
convictions than the man is aside the 
point. The right kind of salesman- 
ship demands that you win the cus- 
tomer over to your viewpoint and not 
push her into agreement with you. 

One of the neatest and most suc- 
cessful ways to do that is to compli- 
ment the customer. Your sales talk 
would be, in part, something like 
this: 

“As a good cook you want every- 
thing as tasty as it can be. I would 
dislike very much to sell you a range 
that would, in any way, distract from 
the perfection of the good meals you 
serve. My concern in recommending 
this range is simply one of interest in 


you. Unless we serve you well you 
will not be satisfied and unless you 
are satisfied we have done ourselves 
more harm, through any criticism 
which you might voice to others, than 
can be offset by the small profit we 
make on a stove. 

“Surely I shall not insist on your 
changing your mind and taking a 
stove that you do not think is ar- 
ranged just as you want it. On the 
other hand, won’t you do your own 
best interests the favor of consider- 
ing my judgment? Then if you take 
the stove we think best fitted for your 
needs and which will give you less 
work and your family better meals, 
you will be better satisfied. If you 
are not, you have only to tell us and 
we will satisfactorily adjust the mat- 
ter.” 

Can you question that such cour- 
tesy, such recognition of a woman’s 
pride in her cooking will get you 
closer to the “nod” of the customer 
than if you pounded hard and talked 
loud to get her to change her mind? 
Argument antagonizes. Courtesy 
compels careful consideration. And 
consideration is just one step away 
from closing the sale. 


Baltimore Invites You 

Ernest Johannesen, president of the 
Baltimore Retail Hardware Associa- 
tion, has extended a formal invitation 
to traveling salesmen, editors and rep- 
resentatives of hardware trade papers, 
and all visitors to Baltimore, interested 
in either the manufacture or distribu- 
tion of hardware, to meet with the 
Baltimore Retail Hardware Associa- 
tion the second Tuesday of each month 
whenever they are stopping in that 
city. 


They Pay Homage to Retiring President of 
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In a letter to HARDWARE AGE recently 
he said, “I am sure visitors to Balti- 
more who are interested in the hard- 
ware business will enjoy an evening 
spent among hardware men. There 
will, of course, be no charge except for 
the actual cost of the luncheon. 

“We are having profitable meetings, 
here in Baltimore, and I believe that 
by co-operation much may be gained 
by the mingling and exchange of ideas. 
I also believe that many hardware men 
would appreciate attending a meeting 
of this kind to break the monotony of 
his regular grind of work. All that 
attended thus far have appreciated it.” 


Trade Notes 


The Little Giant Toy Co., Inc., West 
Brookfield, Mass., has filed a voluntary 
petition in bankruptcy, with liabilities 
of $65,381 and assets of $19,020. 

The executive offices of the Eco Mfg. 
Co., Boston, piston rings, have been 
moved from rooms 941-942 Stock Ex- 








change Building, State St., to 23 
Wormwood St., South Boston. 
Sheldon S. Yates, formerly vice- 


president, has been elected president of 
Stanley Insulator Co., Great Barring- 
ton, Mass., all metal vacuum bottles, 
the capital stock of which has been 
purchased by a syndicate headed by 
Landers, Frary & Clark, New Britain, 
Conn. E. J. Slattery, assistant treas- 
urer, has resumed his former position 
with the Finance & Trading Co., New 
York. 





A part of the general office force of 
the Walworth Mfg. Co. has been moved 
from the South Boston plant to new 
quarters at the corner of High and 
Pearl streets, Boston, where ane floor 
is available. As soon as the first floor 
is available the rest of the office force 
will be moved. 





The wrench department of the for- 
mer Cochran Mfg. & Forging Co., Chi- 
cago, has been taken over by the Larco 
Wrench & Mfg. Co., Eighteenth Street 
and Woodlawn Avenue, Chicago. The 
forging business has been assumed by 
the Great Lakes Forge Co. 


Michigan Association 

















This delegation of Muskegon hardware folks ca 
Towner Hardware Co., Muskegon, and retiring 
Muskegon stores c 


me to Grand Rapids and sang songs for and paid tribute to J. H. Lee, 
president of the Michigan association, at the recent convention. 
losed one day in honor of Mr. Lee 


All 








Reaping Profits by Selling Seed 





How the Hardware Man in the Small Town Can 
Make New Customers by Enthusiastically Selling 
Seeds and the Garden Tools That Will Be Necessary 


66 AKE Cents Grow Into Dol- 
M. lars.” How does this motto 
ad sound to you people? I'll 

say it'll take a pretty good man to 
plant the copper Indian and make 
him grow up into a silver cart-wheel, 
but when we make the application 
to garden seeds, it isn’t so far out of 
the way after all, is it? 

Take a pint of dry pea seed, for 
instance—soak them over night in a 
basin of water and they’ll swell up a 
bit and germinate sooner; there’s no 
more value in them than when they 
leave your store. But just give 
Mother Nature a chance at them for 
a few weeks. Plant them in your 
garden; watch them closely and see 
what happens. If you’re any sort of 
a gardener, you’ll know the joy of 
giving that garden of yours a very 
scrutinizing “once over” every day 
or so, just about the time you expect 
to see the first tiny green sprouts 
pushing up through the ground. 
You’ll be telling all the boys that 
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your garden is “up” and when you 
pick that first mess of green peas or 
green corn, I’ll bet a five dollar long 
green wouldn’t buy it from you, so 
great is your paternal pride. 

Well, if we aren’t all amateur gar- 
deners, either from choice or from 
opportunity, we surely are hardware 
men seeking to increase our profits 
every year, and lots of us stimulate 
the cash register by selling gar- 
den seeds. Perhaps right away some 
of you skeptics will say that garden 
seeds aren’t worth bothering with, 
because they’re so very seasonable. 

Of course they are, but if you 
really feel that way about it, just stop 
a moment and go over your hardware 
stock and see how many items are 
equally good for daily sale three hun- 
dred and sixty-five days of the cal- 
endar. Housecleaning utensils and 
paint in the Spring; haying tools 
and farm implements in the Sum- 
mer; ranges, heaters and sporting 
goods in the fall; ice tools and win- 


ter sports in the winter, and that’s 
the way it goes. Lots of merchan- 
dise laps over from one season to an- 
other, to be sure, but many of these 
things are particularly good at some 
special time of the year. 


Give Seeds a Fair Trial 


Yes, sir—garden seeds have their 
place in the hardware store. You 
Doubting Thomases just join forces 
with the rest of us this year and 
give them a good, fair trial, backed 
up by plenty of publicity and adver- 
tising and display. If you are lo- 
cated in a small town, you’ll doubt- 
less have plenty of competition and 
you can only look for a reasonable 
share of the business, but, fact re- 
mains, someone is going to sell those 
garden seeds in your community, just 
the same, whether or not you make a 
try for it. Take your own case— 
we are located in a town of less than 
three thousand, and there are five 
grocery stores, two drug stores and 
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The seeds actually planted and growing 
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make this window a novelty for the entire season 
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Here is a department store interior that you could copy with much the same effect 


one other hardware store which han- 
dle garden seeds—most of them sell- 
ing both bulk and paper seeds, and 
yet we believe it to be well worth 
while to go after our share of this 


business. Naturally, you readers un- 
derstand that plenty of this seed goes 
out of town, and so the three thou- 
sand mark is not necessarily the limit 
of selling population. 

There are two important things to 
be considered—namely, to deal with 
reliable seed houses, and to get your 
seeds in stock early. We find that 
folks begin to think about their gar- 
dens in mid-winter; early Spring 
finds them with their noses buried in 
seed catalogues, and it wouldn’t sur- 
prise me very much to learn that 
some of these early-bird enthusiasts 
had staked out their gardens from 
the snow-drifts of February. These 
early-birds are ready to hop to it at 
the very first chirp of the first robin 
of springtime. 

It’s interesting to hear some of 
these old chaps telling about their 
gardens. It would appear that some 
of them must be delving into their 
garden soil at midnight in the dif- 
ferent seasons of the moon, judging 
from the importance they lay on get- 
ting certain seed in the ground at 


just such a season of the moon. Ac- 
cording to Hoyle, I personally should 
have been entirely out of luck last 
year, for I distinctly recall planting 
my whole garden in one evening— 
I don’t recall any moon at all. To 
chronicle the exact facts, I believe it 
started in with a thunder-storm just 
as I was finishing my last row of 
beans, but they seemed to grow just 
the same. Perhaps a lop-sided moon 
was peering at me from behind the 
thunder clouds, just to keep me in 
the procession of moon-spell gard- 
eners. 


Should Have Enthusiasm About 
Gardening 


You readers may think this is all 
aside from the question of selling 
garden seeds in the hardware store. 
Not at all—you’ve got to have a cer- 
tain amount of enthusiasm for them 
in order to handle seeds successfully. 
Suppose Bill Sperbeck comes in and 
wants some early green peas of bush 
variety. Are you going to give him 
Nott’s Excelsior or Champion of 
England? Would you sell him red 
kidney beans for limas, or Golden 
Bantam for Evergreen corn? If you 
did, with him relying on your judg- 
ment, or if he had sent his boy for the 





purchase, you’re not going to take his 
money next time. 

Paper seeds make a rather attrac- 
tive display these days, in their spe- 
cial display case. One company with 
whom we deal, get out such a display 
case, as their shipping box. When 
properly set up, it shows the differ- 
ent kinds of seeds with their respec- 
tive labels—row upon row, each label 
depicting the vegetable itself. There 
is also a description of the product 
and directions just how to plant and 
to grow, for the best results. 

This company has some neat post- 
ers and window display material. 
We always use some of the posters 
in making small bill boards for in 
front of our store. These seed dis- 
play posters and cards have recently 
been of sufficient interest to the ad- 
vertising profession to merit an ar- 
ticle in one of the leading profes- 
sional advertising publications of the 
country. Advertising electros can be 
secured from the company, too, and 
these make a definite appeal in your 
local newspapers. You can’t go after 
the garden seed business half-heart- 
edly, and since all of these sales helps 
are yours for the asking and using, 
why not see to it that they are on 
hand and ready for use when the 
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time comes for getting the most out 
of them? 


Seed Displays Are Vital for Business 


Bulk seeds must be conspicuously 
displayed, too. You can’t hide them 
down behind the counter and then 
wonder why most of your trade went 
to Smith and Jones, across the.street. 
If you had observed how that other 
store went after the business, you 
could easily answer your own ques- 
tion. In walking by their store you 
would see their different seeds— 
peas, corn, beans, pumpkin—plenty 
of them to attract attention, in pails, 
just in front of their store. On each 
pail is a tag which names the seed 
and tells whether it is an early or 
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past. The war is over and some of 
us will not enjoy daylight saving be- 
cause the cows didn’t like to get their 
feet wet with the early morning dew 
on the grass of the pastures. They 
both helped out, and the fun of this 
“outdoor sport” will never be lost to 
many a war-time beginner. 

The seed companies themselves are 
doing a lot for you too. Pick up al- 
most any magazine from now on un- 
til planting season and you’ll see 
plenty of advertisements telling folks 
to put on their thinking-caps, and 
turn their attention to what’s going 
to be on their table later on, freshly 
picked or dug from their own gar- 
dens. 

And say, Hardware Men, let’s not 

















It is still patriotic to “raise your own” and thus reduce the cost of living 


a late variety; whether it requires 
props to grow on or is a scrub va- 
riety. Many passers-by are potential 
customers and they become real ones 
as their attention and interest are 
centered on this prominent display 
right before their eyes. They can 
read the tags for themselves and so 
need not feel foolish in asking ques- 
tions of the merchant or his clerks, 
and they can take their own time in 
selecting what they want. If you 
haven’t space for many seed pails in 
front of your store, one or two will 
have a good effect, and with your col- 
ored posters are bound to catch the 
eye and bring you sales. 

Wartime gardens and daylight sav- 
ing did a whole lot toward promoting 
gardening in our very immediate 


forget the ladies either. Lots of 
them are real interested in the vege- 
table garden part of the proposition. 
They may be very enthusiastic for it, 
but they can’t go out and do the 
weeding, thinning out, cultivating 
and so on right along through the 
growing season. They look forward 
to canning season; they compare 
notes on the salt and the cold pack 
method but their strong forte is gen- 
erally the flower garden. Again we 
can serve them with bulk or paper 
seeds, and if we take the pains to in- 
form ourselves on the varieties which 
grow well together; those which 
thrive best in certain soil, and so on, 
we can often pass out a bit of tactful 
information on planting and cultivat- 
ing the plants. I know that some of 
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them do appreciate our little sugges- 
tions—I recall one case last summer 
where we sold some sweet pea seed to 
a lady, giving her some of our ideas 
on their cultivation, which we had 
gathered from experience. Our cus- 
tomer appreciated this personal inter- 
est, and she must have given her 
vines splendid attention for I know 
that she had flowering vines long 
after the first frost of fall, and in 
fact, I actually saw blossoms on that 
trellis after part of the vines had 
withered and turned brown. 

All of the above article on garden 
seeds implies following up the busi- 
ness right through the season; it 
means laying in a good stock of gar- 
den hoes, rakes, spading forks, hand 
weeders, grub hooks and other essen- 
tial tools to use in the garden. It 
means keeping them in prominent 
display and telling your customers 
about them through your newspa- 
pers. These are all good selling com- 
panions with garden seeds as you 
know. 

Seed time will soon be here, and 
seed time is hardware time, so let’s 
plant those hardware coppers and 
reap a plentiful harvest of long 
greens. 


Fire at Myers Plant 


A fire of unknown origin practically 
destroyed the Carter Street works of 
F. E, Myers & Bro., Ashland, Ohio, on 
Feb. 26. The building had been used 
many years for making wooden parts 
used on Myers products. The fire spread 
very rapidly, and although the local 
volunteer fire department worked hard 
there was a loss of machinery, raw 
material and of finished products. The 
loss, which was roughly estimated at 
$50,000, will be partially recovered 
through insurance. 

The work usually done at this plant 
has been carried on in an emergency 
location near one of the other buildings. 
The company announces, however, its 
ability to fiil orders without any un- 
reasonable delay. 


Recent Deaths 


John H. Jackson, president of the 
Jackson Wholesale Hardware Co., 
Aberdeen, S. D., and vice-president of 
the First National Bank, died there 
recently. Mr. Jackson was born in 
Canada in 1853. In 1881 he moved to 
the United States locating at Columbia 
and engaging in the retail hardware 
business. Several years later he moved 
to Aberdeen and established the pres- 
ent business. He is survived by a 
widow, two sons and three daughters. 

Jacob M. Johnson, a retired hard- 
ware dealer of West Middlesex, Pa., 
died recently at the home of his daugh- 
ter at Rochester, Pa. He was engaged 
in the hardware business at West Mid- 
dlesex, Pa., for more than forty years, 
and is survived by a son and daughter. 
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Many Able Speakers at 


Westchester Meeting 


POlLowrNe the election of officers 
a number of representative men of 
the hardware industry addressed the 
members and guests of the Westches- 
ter County Hardware Dealers Associa- 
tion at its annual banquet held at 
Gramatan Inn, Bronxville, N. Y., 
March 16. The officers elected for the 
ensuing year were: President Roger 
I. Capen of Mount Vernon; vice-presi- 
dent, William Fowler, White Plains. 
J. H. Kruger, White Plains, and S. L. 
Riley, Tuckahoe, were re-elected sec- 
retary and treasurer respectively. A. 
M. Bedford was chairman of the 
nominating committee. 

The retiring president, Amos B. 
Quimby, in a short address thanked 
the officers and members of the asso- 
ciation for their support during his 
term of office and surrendered the 
gavel to President Capen, who acted 
as toastmaster. 

Matthias Ludlow, president of the 
National Retail Hardware Association, 
was the first speaker of the evening. 
He extended the greetings of the Na- 
tional Association to the members and 
guests of the Westchester Association 
and spoke about his recent trip as na- 
tional representative to the California 
Retail Hardware and Implement Asso- 
ciation convention at San Francisco 
which, before Mr. Ludlow’s visit, had 
not been affiliated with the National 
Association. President Ludlow told 
many interesting anecdotes about his 
experience in the West and emphasized 
the need for closer co-operation in as- 
sociation work. 

Llew S. Soule, editor of HARDWARE 
AGE, in his address to the Westchester 
dealers, said that the most important 
thing to-day for the retail dealer was 
salesmanship which, during the past 
five years, has given evidences of be- 
coming a lost art. More attention, Mr. 
Soule stated, should be given to the 
instruction of the hardware clerk, so as 
to increase his ability and effectiveness 
as a retail salesman. Mr. Soule cited 
many examples and _ illustrations to 
show ways that the dealer can assist 
in the education of his salesman, and 
also told many stories about merchan- 
dising methods in the West drawn from 
his personal experience. 

E. R. Masback, a prominent New 
York jobber, spoke on some of the 
present day problems affecting both 
the jobber and the retailer. Following 
his talk he was invited by R. J. Atkin- 
son and President Ludlow to attend the 
next meeting of the Metropolitan 
Hardware Association at the Hardware 
Club, New York, March 25, to take part 
in the discussion of some of the general 
problems that affect the local trade. 

H. A. Cornell of Brooklyn, who char- 
acterized himself as the largest hard- 
ware dealer on his block, told a number 
of humorous stories, and was followed 
by John B. Foley, secretary of the 
New York State Retail Hardware 
Dealers Association, who spoke briefly 
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about the State association activities. 

Edward Meyer, general manager of 
the Russell-Erwin Manufacturing Co., 
compared the business stability in the 
hardware industry with the more or 
less confused conditions prevailing in 
other lines and declared that the hard- 
ware trade had reason to congratulate 
itself upon the way it is passing 
through the reconstruction period. In 
the course of his remarks he stated 
that the only way overhead expenses 
can be reduced is by selling more goods. 
He also indorsed Mr. Soule’s statement 
that retail clerks should be assisted in 
every way to become better salesmen. 
Following Mr. Meyer’s remarks the 
meeting adjourned. 


The A. H. Vayo Co. 


The A. H. Vayo Co., headed by A. H. 
Vayo, a veteran salesman of automo- 
bile and hardware specialties has been 
organized with offices at 1100 State- 
Lake Building, Chicago, IIl. 

















A. H. Vayo 


In addition to representing many 
lines which Mr. Vayo has sold the 
hardware trade for years, a new spark 
plug will soon be introduced. Special 
effort will be put behind a new dust 
pan of an indestructible nature and the 
new and yet unnamed spark plug. A 
force of salesmen is being organized 
to give the several lines wider dis- 
tribution. 

The Eccolene Mfg. Co., Detroit, 
Mich., has moved into new offices in 
the McKerchey Building. 
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CAN YOU ANSWER THIS? 
MARCH 10, 1921. 
Editor, HARDWARE AGE. 


Dear Sir: At the meeting of the New 
England Hardware Dealers Associa- 
tion in Boston last month, there was 
some discussion about the present in- 
come tax, and the impression seemed to 
go out that the sales tax, perhaps 1 
per cent on gross sales, would be the 
better way and cost the merchant less. 

I cannot see it that way and I- wish 
some one who knows would show me 
where a sales tax would be any bene- 
fit to the dealer. 

I can see where a small merchant 
who does a business of from $25,000 
to $30,000 would have to pay more 
under the sales tax than he does now, 
because his expense of doing business 
may be so great, and with the exemp- 
tions now allowed he might not pay 
an income tax of over $50.00 to $75.00, 
when if he had to pay 1 per cent on 
sales he would have to pay $250.00 to 
$300.00. 

Some talk about adding 1 per cent 
(if that is to be the tax) to the cost 
of the goods when you put your cost 
price and selling price on, and it seems 
to me that the extra 1 per cent is so 
small an item that no one would mark 
his goods any higher on account of it. 

For example, suppose an article cost 
$1.00, and you add this tax it would 
cost $1.01; how much more would you 
put on the selling price on account of 
it? I think the merchant would sell 
the article on the same basis as he did 
before the tax was added, and the re- 
sult will be that the merchant will 
himself be paying $250.00 to $300.00 
tax when before he paid only from 
$50.00 to $75.00. 

The only correct way to collect such 
a tax is to add it to your sales as you 
make the transactions, which would be 
an awful trouble as it is to-day with 
the druggist who has to use stamps. 

Could it be done in the same way 
by the hardware trade? 

You could not put a stamp on a bolt, 
or on a hook you sell for two or three 
cents, or on a pound of nails or on 
10 pounds of nails, and how then would 
the hardware man pass this tax along 
to the consumer? ; 

Would he add one cent to each sale 
from the smallest up to $1.00? If so 
it would be a source of profit to the 
merchant if he sold one dollar’s worth 
of goods in ten different sales and added 
1 per cent to each sale. 

This would work different than it 
does on fountain pens, watches, jew- 
elry, etc., because you have in a retail 
hardware store so many items that 
are only a few cents that it will be 
hard to keep track of them. How will 
this tax work on credit sales when you 
never receive your pay? I don’t be- 
lieve there is a merchant living who 
does a credit business without losing 
some accounts. 

I wish someone would explain how 
this sales tax would be a benefit to 
the merchant, without making a great 
deal of work to keep track of it. 

MEMBER OF THE ASSOCIATION. 
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Important Tariff Administrative Changes 


Important Merchandise to Pay 


“Similar Goods” 


WASHINGTON, March 21, 1921. 


NCLE SAM is about to take a 

page out of George Washing- 

ton’s book for the purpose of 
providing a system of assessing tariff 
duties that will prevent importers from 
bringing in shiploads of foreign mer- 
chandise upon invoice valuations based 
on the depreciated currencies of the 
leading European nations. With the 
English pound sterling at 3.80 as com- 
pared with the normal 4.84, the French 
franc at 6 as against 19, and the Ger- 
man mark worth a cent and a half as 
compared with the normal 24 cents, 
goods paying ad valorem rates of duty 
are being brought into the country al- 
most as freely as if there was no cus- 
toms barrier. 


A New Invoice Rule 


The Congressional leaders, after con- 
ferences with President Harding and 
Secretary of the Treasury Mellon, have 
decided to put through an amendatory 
law early in the coming special’ session 
providing that invoices of imported 
merchandise shall hereafter pay duty 
on the basis of the value of similar 
goods in the markets of the United 
States, irrespective of what was ac- 
tually paid in the country of origin on 
the importation in question. When 
George Washington attempted to en- 
force such a law it didn’t work very 
well but that was because in those 
days so little manufacturing was done 
in our infant country that it was im- 
possible to find “similar goods” of do- 
mestic make with which to compare im- 
ported articles. 

The Congressional leaders are also 
planning a drastic anti-dumping law 


Duty 


By W. L. CROUNSE 


which will prevent foreign producers 
from shipping their surplus to the 
United States to be sold at whatever it 
will bring. Canada has enforced a law 
of this kind for a number of years with 
excellent results, and it should work 
fairly well here. 


Graphite Duty to Be Storm Center 


When Congress really settles down 
to the job of revising the schedules of 
the Underwood-Simmons tariff law 
there will be a battle royal over the 
treatment of a commodity of great in- 
terest to the metal trades, namely, 
graphite. This material is largely used 
in the manufacture of paints, /lubri- 
cants, foundry facings, electrical appa- 
ratus, electrotype plates, and in the 
manufacture of crucibles which are 
used for a thousand purposes. 

But there is graphite and graphite. 
The domestic product appears to be 
peculiarly fitted for use in the manu- 
facture of paint and lubricants for 
which it is superior to the imported 
material. On the other hand, the do- 
mestic product cannot be used at all in 
the manufacture of satisfactory cruci- 
bles or for the other purposes men- 
tioned. 

The domestic producers, however, 
have come to Washington with a de- 
mand for a high protective tariff on all 
forms of graphite without regard to 
kind or quality. If their demands 
should be granted the result would be 
a heavy advance in the cost of thou- 
sands of articles having a wide indus- 
trial and household employment, and 
it is difficult to say how domestic pro- 
ducers would be any better off in view 
of the lack of competition between the 
imported and the domestic material. 
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on Basis of Value of 
of Domestic Production—Other Tariff Plans 


The argument against a high tariff 
on imported graphite is set forth in 
vigorous language in a statement re- 
cently filed with the Ways and Means 
Committee by representatives of Amer- 
ican manufacturers of graphite prod- 
ucts, in part as follows: 

“Imported graphite is absolutely 
needed in the manufacture of cruci- 
bles, foundry facings, electric brushes, 
electrotypers’ graphite, lead pencils, 
and, in fact, almost every graphite ar- 
ticle except lubricants and greases. The 
domestic graphite is preeminently suit- 
ed for lubricants and greases, and no 
graphite in the world can compete with 
it in that line, and in this respect it 
needs no protection. 

“Why should a tariff be put on a 
raw material that is indispensable to 
our large industries of iron, steel, cop- 
per, brass, and aluminum, when we 
have nothing in the United States to 
take its place? 

“Why should we increase the cost of 
a host of articles used in the factory, 
workshop, and household, and handicap 
the getting of foreign trade, by putting 
a tariff on one of the needed raw ma- 
terials when we have nothing to take its 
place in this country? 


A Constructive Tariff Policy Needed 


“We want a constructive and not a 
destructive policy in our tariffs. The 
domestic graphite concerns have a ques- 
tionable $3,500,000 in value invested, 
while the crucible manufacturers and 
the plumbago grinders and manufac- 
turers have over $18,000,000 invested, 
and the investments of those dependent 
on good products from them run into 
many hundred millions. 

“Why should these large interests be 
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needlessly taxed for the debatable ben- 
efit of a small, undeveloped and ques- 
tionable industry ? 

“Statistics show that the crucible in- 
dustry consumes by far the major part 
of graphite used, and the graphite pro- 
ducers of this country surely know this; 
hence, as all testimony goes to prove 
that possible destruction of this indus- 
try will follow a tariff on graphite, why 
do the domestic producers of graphite 
clamor for a tariff that will wipe out 
their principal source of consumption? 
‘They kill the goose that lays the 
golden egg.’ 

“The crucible maker would be a fool 
not to buy the domestic graphite at 
one-half the money he pays for the 
imported graphite if he could use it. 
Let the crucible maker be the judge of 
the materials that are best suited for 
his use, and give him a chance to pro- 
duce an article that will meet the needs 
of his customers, and he will continue 
to use as much of the cheaper domestic 
graphite as he can with safety. 


Foreign Graphite Necessary for 
Foundry Facings 


“The same argument applies to the 
manufacture of foundry facings and 
the other graphite products. Foundry 
facing manufacturers must have im- 
ported graphite. 

“Foundry facing is a powder put on 
the face of the sand mold in the foun- 
dry to prevent the molten metal from 
fusing the sand and burning it fast to 
the casting. It is, therefore, most es- 
sential that the facing sticks to the 
face of the mold so as to prevent the 
molten iron from touching it. 

“Experience of years has taught us 
that Ceylon, Canadian and Mexican 
graphite will do this on account of its 
physical structure, and our domestic 
graphite, on account of its light, fluffy, 
flaky structure, will not stick. When 
the iron is poured into the mold it 
picks up the light, thin flakes and the 
flow of the iron washes the domestic 
graphite off the face of the mold, the 
metal touches the sand which is fused 
and burns fast to the iron, and the 
casting is either spoiled or requires 
hours of cleaning. In addition, the 
graphite that is washed off, collects in 
masses, floats on the top of the metal 
until the metal reaches the roof of the 
mold and makes bad holes in the top 
of the casting. 

“Low grades of domestic graphite 
cannot be used alone for foundry fac- 
nig, because they contain 50 per cent 
and more of silica or sand. which is 
just what the facing should protect the 
metal from. In other words, this ma- 
terial, containing one-half sand, burns 
fast to the iron, and the casting is 
spoiled. 


Duty Would Not Help Domestic 
Graphite 


“It is true that a certain small 
amount has been used in foundry fac- 
ing as a cheap dope, but always at 
the expense of the quality of the facing. 
A tariff on graphite of plumbago will 
not help the production of American 
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graphite, as far as increasing its sale 
to the manufacturer of foundry facing 
is concerned. 

“No electric brush manufacturer will 
use the domestic flake, and they de- 
mand the Ceylon graphite. The phys- 
ical structure of the Ceylon graphite 
is such that, when powdered, it pro- 
duces thicker, heavier nodular parti- 
cles than the domestic graphite and 
gives a denser brush with higher elec- 
tric conductivity than a brush made 
from the thin, foliated domestic flake, 
that holds air tenaciously, packs and 
molds badly and swells and deforms 
when pressed into shape. No tariff 
will force electric brush makers to use 
domestic graphite, but it will force up 
the price of electric brushes 50 to 100 
per cent to the user. 

“The grades of graphite used by 
electrotypers can be made only from 
Ceylon and Mexican graphite and Ko- 
rean graphite. 

“No graphite used in the United 
States is suitable for the manufacture 
of lead pencils. Mexican graphite is 
almost entirely used in this country, 
and to a very large extent in Europe, 
for making lead pencils. A compara- 
tively small amount of Ceylon graphite 
is also used. 


Contrary to Republican Traditions 


“In conclusion, a tariff on plumbago 
or graphite is absolutely against all 
tariff principles as understood by the 
Republican Party. There is a possi- 
bility of destroying the crucible indus- 
try. Iron, steel, copper, brass and alu- 
minum articles, together with foundry 
facings, electric brushes, etc., will be 
raised in price. A handicap will be 
put on acquiring foreign trade. All 
this will be done without stimulating 
the production of graphite in the 
United States. What party will take 
the onus of passing such a pernicious 
bill? 

“Let the domestic producers of 
graphite work out the lubricating and 
grease field, for which their product 
is pre-eminently fitted, and for this line 
of products no graphite in the world 
equals our American flake graphite.” 

Free raw materials and adequate 
protection of finished products have 
always been recognized as basic prin- 
ciples of a strong protective tariff, and 
if these principles prevail in the graph- 
ite controversy no embargo in the 
shape of duties will be imposed against 
the imported material. It is significant 
of the outcome that certain of the rock- 
ribbed protectionists of the Ways and 
Means Committee are disposed to in- 
sist that American manufacturers shall 
have a supply of imported graphite 
without an extra burden of duty. 


Stressing the Decline in Imports 


Free traders in Congress are making 
much of the fact that the past few 
months show a falling off in imports. 
The argument is advanced that, with 
the reduction in the quantities of goods 
entering this country from abroad, the 
need for a speedy revision of the tariff 
is greatly minimized. 
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Chairman Fordney and his protec- 
tionist colleagues, however, insist that 
too much stress is being placed on our 
imports for the past six months. They 
would have been much larger, it is con- 
tended, but for the fact that the peo- 
ple of the United States are spending 
a good deal less money today than they 
were a year ago, both for domestic and 
imported merchandise. 

It is highly significant, they point 
out, that the decline in imports has 
been far greater with respect to raw 
materials for manufacturing purposes, 
and partly manufactured articles in- 
tended to be advanced in value through 
the application of American labor, than 
it has in any line of finished merchan- 
dise. In other words, American con- 
sumers are showing a disposition to 
favor imported merchandise ready for 
use, and this tendency is adversely af- 
fecting the demand for the products 
of American mills and factories manu- 
factured from imported as well as do- 
mestic materials. 

Mr. Fordney and his associates fur- 
ther emphasize the fact that, while the 
imports withdrawn for consumption 
during the past few months show a de- 
cline, there is in the customs bonded 
warehouses something like $300,000,000 
worth of foreign commodities of all 
kinds that have been brought to the 
United States, but have not been with- 
drawn for consumption for the reason 
that there are no buyers in the mar- 
ket. This is highly suggestive, and 
would seem to indicate that Congress 
ought to get busy on the big problem 
of stimulating domestic industry and 
keeping at home as much money as 
possible. 


Where American Goods Go 


With the home demand slowly but 
steadily shrinking, American manufac- 
turers are making herculean efforts to 
develop the foreign trade. They are 
meeting with considerable success, but 
credit conditions, especially in Europe, 
are so bad that it is necessary to incur 
considerable risk in order to place mer- 
chandise. The long credits demanded 
by European buyers are something 
which American exporters are not en- 
amored of, and, taking the export out- 
look as a whole, it serves just now to 
emphasize the superior importance of 
the domestic to the foreign market 
from the standpoint of the American 
manufacturer. 

In this connection it is interesting to 
glance at some recently compiled fig- 
ures showing the disposition of the 
goods we are sending abroad. These 
figures have a special value, in view 
of the general slowing down of busi- 
ness during the past sixty days. 

Cuba, with imports from this coun- 
try valued at $278,391,000 during the 
calendar year 1919, was the best mar- 
ket in all of Latin America for Ameri- 
can goods, according to a special review 
of American exports by countries, just 
published by the Bureau of Foreign and 
Domestic Commerce of the Department 
of Commerce. Our next best customer 
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was Argentina, with an import valua- 
tion of $155,899,390. 


Mexico a Good Customer 


Mexico made purchases to the value 
of $131,455,000. Even the inhabitants 
of the Falkland Islands liked American 
goods so well they sent us $170,123 for 
merchandise received. 

The figures show that the United 
Kingdom was our most important cus- 
tomer, considering the entire world, 
American exports amounting to $2,- 
278,000,000, of which $2,125,000,000 
went to England, $118,000,000 to Scot- 
land and $35,000,000 to Ireland. Ameri- 
can exports to Europe, as a whole, were 
valued at $5,187,000,000. 

In the Far East, Japan heads the 
list with purchases of American goods 
amounting to $366,000,000. China is 
next with imports from this country 
valued at $105,539,583. 

The publication referred to is the 
only report issued by the Government 
which reviews American exports by 
countries in convenient form for ready 
reference. The other official reports 
show the articles, but are not arranged 
so that each country can be studied 
separately. 


Big Tax Refunds to Corporations 


Uncle Sam will have to refund to 
several thousand corporations a very 
tidy sum heretofore exacted on account 
of income tax. This fact has just been 
disclosed in the course of an argument 
in an important case heard by the 
United States Supreme Court last 
week. 

The taxes in question were imposed 
under the section of the 1916 income 
tax law providing that profits derived 
from the sale of capital assets, includ- 
ing stocks, bonds and other securities, 
are taxable as income. The statute 
further provides as to assets purchased 
before March 1, 1913, but sold after 
the income tax law became effective, 
that the tax is to be based upon the 
increased value at the time of sale as 
compared with the market value March 
1, 1913. 

Arguing this case for the Govern- 
ment, Solicitor-General Frierson frank- 
ly conceded that this arbitrary method 
of determining an alleged gain cannot 
be sustained. This concession on the 
part of the Department of Justice will 
no doubt result in the rescinding of 
the regulation referred to. 


Solicitor-General Insists on Tax 


According to Mr. Frierson, the in- 
come tax can be applied to a sale of 
capital assets when it is clear that a 
profit was obtained because the price 
secured was higher than the original 
cost. In other words, the Government 
proposes to eliminate only the arbi- 
trary valuation of securities as of 


March 1. 1913, but to insist upon col- 
lecting the tax on capital assets where 
the sale thereof has shown a profit. 

The attorneys for the corporations, 
however, contend that the gain derived 
from the sale of capital assets is not 
income, but is merely an increase in 
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capital and therefore is not taxable. 
The decision of the court will, there- 
fore, be necessary to dispose of this in- 
teresting and important issue. 

Current reports that refunds of 
$100,000,000 are involved are somewhat 
exaggerated. A very snug sum, how- 
ever, will have to be repaid in view 
of Mr. Frierson’s frank admission. 


Boosting the Budget Bill 


Business men and taxpayers gener- 
ally will be glad to learn that, follow- 
ing a conference with President Hard- 
ing, the Speaker of the House has 
announced that one of the first steps 
to be taken by the new Congress, when 
it assembles in April, will be the enact- 
ment of a budget law. This will be 
generally approved, since it is distinctly 
in line with the general policy of the 
new administration to introduce econ- 
omy in public expenditures wherever 
possible. 

The last session of Congress oper- 
ated upon the budget principle in a 
general way, though there was no stat- 
utory requirement for it. But the ap- 
propriation bills were framed and han- 
dled by the Appropriations Committee 
of the House instead of by several com- 
mittees. 

In this manner it was possible to 
keep a tighter grip upon the nation’s 
purse-strings, and the results were very 
satisfactory from the standpoint of 
economy. True, the members of some 
committees, shorn of power and pres- 
tige through their loss of control over 
large appropriation measures, felt a 
sense of personal pique, but that did 
not prevent a very substantial saving 
to the Government. 


A Comprehensive Statute Needed 


Until an adequate statute, covering 
the entire subject, is enacted, the full 
benefits of the budget system will not 
be realized. Under the present system 
there is no machinery for scanning and 
reducing the estimates of the various 
departments, and the Secretary of the 
Treasury, merely as a matter of ‘form, 
receives from the heads of all the de- 
partments their respective demands 
and forwards them to Congress. This 
leaves solely to Congress the duty of 
pruning these estimates and reducing 
them to the minimum consistent with 
the actual needs of the Government. 

Any change which involves a trans- 
fer of power and authority is difficult, 
but Congress has now taken the initial 
step in this direction and should go 
forward. It has been demonstrated 
that with the budget plan in operation 
a great saving to the Treasury can be 
accomplished and much of the waste 
and duplication in the Federal service 
eliminated. Personal prestige should 
not be permitted to stand in the way 
of this urgent reform. 


Secretary Wallace Will Please the 
Farmers 


The new Secretary of Agriculture is 
showing himself to be a friend of the 
horny-handed son of toil. Old Farmer 
Corntassel will be greatly pleased with 
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Secretary Wallace’s first public state- 
ment of conditions throughout the agri- 
cultural sections of the country, the 
reasons why the farmer is up against 
it today, in spite of the prices he has 
received for his products during the 
past two or three years, and the atti- 
tude the Department of Agriculture 
will assume in affording the farmer 
such Federal assistance as can be 
granted. 

“People who are not familiar with 
agriculture,” says Mr. Wallace, “find 
it hard to understand the situation. 
They refuse to believe that the depres- 
sion is as serious as it really is. They 
point to the high value of our land, 
to the high prices at which farm prod- 
ucts were selling prior to this heavy 
drop, to the large number of automo- 
biles owned by farmers, to the apparent 
wealth and comfort on every side; and 
they refuse to take seriously what the 
farmers say concerning their troubles. 

“There are two causes for this wide- 
spread agricultural depression. One is 
the high cost of production last year. 
If we include all the factors which 
properly enter into the cost of produc- 
tion, we find, for example, that the 
cost of producing a bushel of corn in 
Iowa, the greatest corn State, was 
more than 90 cents. 

This includes the land cost, the labor 
cost and everything else which ought 
to be included. 


Some Farmers Have Made Good 
Money 


“The man who has been farming his 
own land and who has saved his money 
has prospered. The five years prior to 
1920 were profitable years, especially to 
the grain farmer who was so fortu- 
nate as to have good crops. If he ex- 
ercised ordinary intelligence he made 
more money than he ever before made 
at farming. 

“Those years were not so profitable 
to the live stock farmer. The man 
who grew his own live stock and own 
grain and fed his grain to the live 
stock, on the whole, made money, al- 
though not as much as if he had sold 
the grain instead of feeding it. 

“The man who bought the live stocx 
and bought the grain and fed the grain 
to the live stock, on the average, lost 
money. When hogs were selling at $20 
per hundredweight everybody seemea 
to think the hog feeder was growing 
rich, but most of the time when hogs 
were selling at those high figures the 
men who had to buy the grain to feed 
the hogs lost money. 

“The second cause of the farmer’s 
trouble is this: Prices of farm prod- 
ucts have dropped out of all proportion 
to the prices of other things, as well 
as out of proportion to the cost of pro- 
duction. 


Cattle and Hogs Down to Pre-War 
Normal 


“For example, the price of corn and 
oats today on the Iowa farm is about 
20 per cent below the normal price of 
these crops before the war. The pres- 

(Continued on page 84) 
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N. Y. Boosters Hold Annual 
Smoker 


Three hundred dealers, jobbers and 
traveling men attended the Hardware 
Boosters third annual smoker held 
March 14 at the Brooklyn Masonic 
Fraternity Building, Clermont Avenue, 
and witnessed probably the best enter- 
tainment that the Boosters have ever 
staged. 

Preceeding the entertainment Mat- 
thias Ludlow, president of the National 
Retail Hardware Association, made a 
short talk in which he said that, when 
he attended the California Retail Hard- 
ware & Implement Association Conven- 
tion at San Francisco last month, Le 
Roy Smith, secertary of the associa- 
tion, wanted to know about the New 
York Hardware Boosters because, he 
said, the California dealers had heard 
a good deal about them through direct 
correspondence and through the pages 
of HARDWARE AGE. Mr. Ludlow said 
it was his pleasure to confirm the 
favorable impressions that the Cali- 
fornians entertained about the Boosters 
and intimated that an attempt might 
be made in the near future on the part 
of the western traveling men to form 
an organization similar to the Boosters. 
H, A. Cornell, a prominent Brooklyn 
dealer, well known because of his rare 
humor and ability as a story teller 
amused the audience with dialogue 
stories. 

William J. Graham, junior booster, 
was the official announcer. Geo. W. 
Eadie, treasurer, had charge of the 
sale of tickets at the door. C. E. Clint, 
secretary, gave out the tickets to the 
lottery at the entrance and Joseph F. 
Hamel and Charles Pincus distributed 
the “smokes” at the door. C. K. 
Golden, chief booster, supervised the 
seating of the guests. 

Credit for the success of the enter- 
tainment, which was an_ unusually 
high calibre vaudeville show and two 
boxing bouts, belongs to C. C. Diet- 
rich, chairman of the entertainment 
committee, who was assisted by L. H. 
Johnson, Charles Pincus, H. R. Conner, 
Harry Ott and A. Westphal. 

The seventeen lottery prizes consist- 
ing of razors, flashlights, lawn sprink- 
lers and food choppers, were donated 
by the following concerns: Pike Manu- 
facturing Co., Autostrop Safety Razor 
Co., Geo. H. Fisher Co., Russell-Erwin 
Manufacturing Co., National Carbon 
Co. 


Hammacher, Schlemmer & Co. 
Denies Liquidation Rumor 


Rumors were recently circulated 
among the trade that Hammacher, 
Schlemmer & Co., Fourth Avenue and 
Thirteenth Street, New York, was 
about to be liquidated. William F. 
Schlemmer, president of the firm re- 
cently gave a special interview to a 
HARDWARE AGE reporter in which he 
declared that the rumors were abso- 
lutely incorrect and without founda- 
tion. 

“The facts are,” he said in a forma] 
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The Business Quiz—No. 15 


tising? 


paign? 








Question Nag. 1—What are the three proven rules of adver- 


Question No, 2—Is one individual responsible for the debts of 
another member of a firm in a partnership? 


Question No. 3—What is known as a “sight bill?” 
Question No. 4—What is known as a “teaser” advertising cam- 


Question No. 5—What is a “sleeping partner?” 
Question No. 6—Is an agreement without consideration valid? 


Answer to Business Quiz No. 15 


Answer No. 1—Three proven rules of advertising consist of 


(1) When business is off, advertise more; (2) To decrease per- 


centage of advertising expense, increase number ef dollars in- 


vested in advertising; 


(3) Consider advertising an investment 


and do not expect the same to yield its greatest return next day, 


week or month. 


Answer No. 2—Each individual in a partnership is responsible 


for the whole amount of the debts of a firm excepting in cases 


of special partnership. 


= Answer No, 3—A “sight bill” is a bill of exchange payable at 


sight or as soon as presented. 


C. O. D. bill or a sight draft. 


It has no connection with a 


Answer No. 4—A “teaser campaign” is one in which an ad- 
vertisement is inserted calculated to arouse curiosity of the reader 
by “teasing” their sense of credulity. An example is “Ask Dad, 


He Knows,” used some time ago. 


Answer No. 5—A “sleeping partner” is one who invests his = 
money in a business without appearing by name in the firm and = 
without taking active part in the work, while being liable in the 


same way as active partners. 


Answer No. 6—An agreement without consideration is always 
considered invalid. That is why agreements are as a rule worded, 
“In consideration of the sum of one dollar paid this day” to make 


the contract binding. 


statement, “that we have been incor- 
porated in the State of New Jersey 
since 1893, and owing to a ruling made 
by the Supreme Court in Washington 
last August, we found it would be ad- 
vantageous for us to recapitalize and 
incorporate in the State of Delaware. 

“In order to do this, it was necessary 
for us to disclose the New Jersey cor- 
poration and sell all its interests to 
the Delaware corporation bearing the 
same name. 

“There has actually been no change 
in the personnel of our corporation, 
excepting that we have increased the 
number of our Directors.” 

The rumor probably had its origin 
Mr. Schlemmer said by the publica- 
tion in New Jersey newspapers about 
the disposal of the interests of the 
New Jersey corporation to the Dela- 
ware corporation. The fact that the 
Delaware corporation bore the same 
name and had the same officers Mr. 
Schlemmer said was probably over- 


looked entirely and as the rumor grew 
he said that the facts were probably 
garbled out of all recognizable shape. 
Mr. 


Schlemmer also stated that his 
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firm at the present time is doing a 
very prosperous business in both the 
wholesale and retail departments. 

The officers and directors of the com- 
pany are: William F. Schlemmer, 
president and treasurer; August Pahl, 
first vice president; Herman Acher, 
second vice president; William H. Sie- 
bert, secertary. On the Board of Di- 
rectors are: William F. Schlemmer, 
August Pahl, Herman Acher, William 
H. Siebert, Walter McKibbin, Louis 
Schmidt, August F. Brocke. 


The Bock & Walker hardware store, 
Battle Creek, Mich., is to be merged 
with the L. B. Brockett & Sons Co., 
same city, the latter concern buying out 
its competitor of many years. Both 
locations will be maintained until the 
Brockett lease expires in September. 


Clarence J. Walker, for many years 
associated with the Lamson & Good- 
now Mfg. Co., Shelburne Falls, Mass., 
table cutlery, has been made manager 
of that company’s New York office, 
with headquarters at 36 Warren St. 
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Hardware Firm Runs Sketches of Its History—Spring Rains Good Sales- 
men for Tire Chains—Hardware for the Spring Bride’s New Home 


Sketching the Progress of a Firm 
No. 1 (2 cols, x 11 in.) 


When a hardware firm has been in 
continuous existence for over three- 
quarters of a century, it is fitting that 


in the public mind. 

Such is the basis of a historical cam- 
paign recently run by The Hull Hard- 
ware and Plumbing Co., Danbury, 
Conn. During an entire week this 
campaign was run in the local papers, 
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The Hull Hardware and Plumbing Co. 











you suppose there are any Lords left in England?’ inquired the plainly-dremed women with 
“Why, I suppore 50, madam ,” replied the merchant iP chat sosthing tone one uses toward mfid 
cs. 


“Well,” mid the indignant, hurafliated Nttle woman, whose 
grades of everything, “I didn't know but thet they were all over 
When you visit this store, y ou'll receive courteous and efficient attention w 
‘This store was found ed on a policy of fair treatinent—courteons service—good quality. It's 
continued business growth and increased number of pleased customers shows that this ts a good place 





meaans Itmited her to the chespest 
here worktng tm Uhis store.” q 
you decide to 











Saying an old thing in a new way 


the public be acquainted with the facts 
concerning its growth. 

There is not only a keen local inter- 
est in the recounting of old times, the 
picturing of old scenes, and the inter- 
esting comparison afforded of business 
then and now but there is also a great 
prestige accruing to a firm which so 
stamps its years of successful service 


the historical sketch being divided into 
six installments. 

A business which dates back to 1843 
deserves such a campaign and we know 
there are many other hardware firms 
which have the material to use in such 
a campaign. To these firms, we say, 


go ahead with a historical campaign. 
Speaking from a strictly business view- 
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point and omitting the sentimental as- 
pect and human interest angle, we 
say that such advertising steals a 
march on competition, is a “beat’’ so 
to speak and something that can’t be 
answered by a competitor unless he 
can also point to a long successful 
record of public service. 

National institutions have long used 
this form of advertising and found it 
to be one of the very best methods of 
upbuilding public confidence. We are 
glad to note that the retail hardware 
man is sensing the value of such cam- 
paigns and during the past few years 
we have seen too few of these histori- 
cal ad sketches. 


The Modern Slant 


No. 2 (3 cols. x 7 in.) 

The Hull Anniversary Celebration ad 
is a far cry from the sort of publicity 
that was first used by the firm 78 years 
ago. This Anniversary ad shows again 
that the Hull Company (Danbury, 
Conn.) is determined to make the most 
of advertising opportunities. 

After staging a historical campaign 
as before mentioned, the firm launches 
an Anniversary Sale of which this ad 
is a follow-up though it features serv- 
ice purely with no reference to price 
whatever, 

The treatment here used is unique. 
A hardware service cut is used with 








You Are Guilty 


of intentional negligence if you take the 
chance of serious injury to yourself and fam- 
ily and damage to your ear, if you run your 
automobile another day without 


WEED TIRE CHAINS 


We can furnish you any size you want, 
aiso Cross Chains. Be prudent and get a set 
today at 


FOSTER-FARRAR CO. 


162 Main St. Northampton, Mass. 
wae WINCHESTER stone 








April is good weather for chain ads 
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FOR THE BRIDE OF SPRING 
HOUSEFURNISHINGS 
ARE WELCOME GIFTS 


In fact, house furnishings and cooking 
itensils are sensible gifts which any young 
bride will appreciate just as soon as she 
settles down to housekeeping. Allow us 
to suggest the right assortment and you'll 
be surprised what a generous wedding gift 
Sf you can send for a reasonable amount of 








money. 


COOKING UTENSILS 

OF -| aoe 

HEAVY ALUMINUM ‘+ 4) . \\ 93% 
There's nothing finer than aluminum ware for cooking 

everyone appreciates the ease with which it is kept bright 


and clean. We invite a comparison of our aluminum ware, 
both as to price and quality 





UNIVERSAL 
ELECTRIC 
HOME NEEDS 


The home of today is not complete without electrical house 
hold tools. Let us show you these time-saving and conven- 
jent articles for toasting, ironing, cooking and ng They 
save their cost many times over and the investment is small 


COMMUNITY i ( 
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WEDDING 
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WY 
A gift of COMMUNITY PLATE is sure to win a warm wel 
come. Nothing is more beautiful. Nothing is more useful 
If you scek just a remembrance, let it be an individual 
piece of Community Plate. If it is to be a “‘grgat gift,’ let 
it be a complete chest &f this wonderful ware. It is guar 
anteed for 50 years. And yet prices are net excessive 


EDWARDS & CHAMBERLy 
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Just the things wanted by Spring 
brides 


appropriate text and the manner in 
which the quip is turned is perhaps 
more likely to make Hull service be 
remembered than would have a more 
dignified presentation. This ad iillus- 
trates the possibilities for presenting 
old arguments in brand new dress. 

The ad announcing the Anniversary 
Sale was a half-page with 47 individual 
panels of reduced prices on cutlery, 
tools, plumbing supplies, kitchenware, 
paints, auto accessories, and agricul- 
tural implements. 

The Bride of Spring 
No. 3 (2 cols. x 9 in.) 

From now on the marriage license 
bureaus will be putting on the finish- 
ing touches to the work started months 
previously by His Royal Nibs, Young 
Dan Cupid. And the Spring bride of 
Anno Domino, 1921, is a wise girl. 
She’s up to snuff of modern home 
equipment and when it comes to hard- 
ware she wants just the things pic- 
tured in this ad of the Edwards & 
Chamberlin Co., Kalamazoo, Mich. 
She knows the virtues of aluminum, 
wants her kitchen and table conveni- 
ences to be electrical and when it comes 
to silverware, Community Plate has al- 
ways played up strong to the bride 
in its advertising and Edwards & 
Chamberlin have been wise enough 
themselves to take advantage of this 
fact. 

We think this is a very nifty Spring 
bride announcement. A lot of other 
things might have been listed but the 
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fact that three vitally important lines 
are concentrated upon is, in our 
opinion, the very best kind of publicity. 

The top cut and opening talk are 
both very good and secure interest at 
first notice. 

While this ad is ostensibly a gift 
ad, it makes a strong appeal direct to 
the bride so that it does double duty. 

Brains and Chains 
No. 4 (2 cols, x 4 in.) 

A prominent manufacturer of tire 
chains hints that one leaves his brains 
in the garage when he leaves the 
chains there. If chains were easier to 
put on and off and didn’t get messed 
up with mud and muck, there woaldn’t 
exist the necessity of banging away 
at the motorist and scaring him into 
using chains. 

It would seem that the kind of ad- 
vertising illustrated by the Foster- 
Farrar Co., Northampton, Mass., is 
needed to wake motorists up to the 
seriousness of shying at carrying tire 
chains. 

Another angle of tire chain adver- 
tising which has been little used by the 
retailer is the argument which gets 
away from the danger to life appeal 
and uses the danger to car appeal. In 
other words, the motorist will place a 
bumper on his car to protect it against 
collision. Often he will put one on 
the front and rear at a total cost of 
$25 or $30. He should be shown that 
this is only half protection and that 
one rainy day without chains leaves his 
car open to damage that bumpers have 
no power to prevent. In other words, 
play up to man’s regard for his prop- 
erty. It has often been demonstrated 
that man cares more for his property 
than he seems to care for his life. 
Many men will worry over a slight de- 
fect in their car and pass over a 
greater ill concerned with their own 
body. A motorist buys a bumper, not 
because he thinks he is going to save 
his life or the lives of others with it 
but because he wants to save his CAR. 
Give ’em the same dose in tire chain 
publicity, lay off the life saving for a 
bit and watch your sales grow. 

There’s big sales for the retailer who 
will run a campaign along these lines. 
There’s a hundred different ways to 
present the car saving idea in connec- 
tion with chains. Think of the devices 
motorists pay big money for to pro- 
tect their car in various ways, against 
theft, against wear, against accident. 
If you start to think of a few bang-up 
ads, you’ll think of so many, you’ll get 
dizzy. ‘ 

The peculiar psychology of man’s 
mind is such that the more you tell 
him to look out for his skin, the less 
attention he’ll pay to you but whisper 


a word about looking after his prop- 
erty and he’s with you right off the 


bat. Funny, isn’t it? 





Autostrop Has New Office 


The general offices of the Autostrop 
Safety Razor Co. are now located at 
656 First Avenue, New York, officially 
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known as Factory No. 1, which now ac- 
commodates the executive, engineering, 
draughting and manufacturing depart- 
ments, so that all the departments of 
the New York organization have been 
centralized under one roof, except the 
Tannery, which is located at Newark, 
N. J. 

At the Autostrop sales convention 
held at New York recently a new form 
of cooperation with retail dealers was 
suggested. Hereafter it has been an- 
nounced the salesmen of the Autostrop 
Safety Razor Co. will offer to their 
trade every possible suggestion that 
will help to increase sales generally 
in all lines. Any new merchandising 
ideas that are discovered or observed 
by members of the sales force in any 
territory will be forwarded to the Gen- 
eral Sales Promotion Department and 
distributed to the company’s salesmen 
who in turn will pass the suggestions 
and information out to their trade. 


Frank H. Messenger Dead 

Frank H. Messenger, treasurer of 
the U. S. Hame Co., Buffalo, N. Y,. 
died recently as the result of an opera- 
tion. He was 49 years old and had 
been treasurer of the company since 
1913. 


HULL'S 


HISTORICAL SKETCH 
1843-1921. 














CHARLES HULL'S “BLOCK (1850) 


In five years he was able to buy the “Major Com- 
stock place,"’ corner Main and Liberty streets, and on 
this property he built two stores, occupying one him. 
self and renting the other to W. F Olmstead (better 
known and still remembered by many as Firman 
Olmstead’), who occupied it many years as a book 
store Over bis ‘‘Emporium,”’ as it was then called, 
was Union Hall, the only public hall in the village, oc 
cupied by the Odd Fellows and other societies 

Mr Hul lived in the corner hougze and there, in 
1850, his son Frederick Ambler Hull, was born 


Lock for Picitire of the Original “Hulll & Rogers” 
rscav’s Sketch. 


in Th 
76TH ANNI’ DRSARY SALE FEB. 1-12 INCLUSIVE 


The Hull Hardware and Plumbing Co. 


One of a series of historical sketches 
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HARDWARE AGE 


Foley Speaks at Annual 


Meeting of 


the New York State Retail 

Hardware Association, speak- 
ing at the annual meeting of the 
Manhattan and Bronx Hardware 
and Supply Dealers’ Association at 
the New York Turn Hall, March 15, 
urged the New York dealers to ask 
the co-operation of the Hardware 
Boosters in an attempt to build up 
the membership of the Manhattan 
and Bronx association. Arthur 
Shimell was re-elected president and 
Frank P. Van Riper retired as 
treasurer, being succeeded by Jo- 
seph Ringler. 

“The Hardware Boosters and the 
Manhattan and Bronx Association, 
working together ought to be able to 
increase the membership of both or- 
ganizations for their mutual 
benefit,” Mr. Foley said. “If you 
New York dealers could secure the 
assistance of the Boosters in a mat- 
ter of this kind, I am sure you could 
build up an organization here in the 
metropolitan district that could be 
made into one of the strongest local 
associations in the State.” 

Mr. Foley said that he would be 
glad to send a State association 
canvasser into the New York terri- 
tory to help build up the member- 
ship of both the State and local 
associations, but said that he con- 
sidered more direct and beneficial 
results could be obtained if the 
local association co-operated with 
the Boosters. Mr. Foley’s sugges- 
tion was adopted and the secretary, 
C. H. Tilson, was instructed to com- 
municate with the Boosters before 
the next meeting. 

Arthur Shimell was re-elected 
president of the Manhattan and 
Bronx Association. During the 
election of officers Secretary Foley, 
of the State association, acted as 
the presiding officer. Frederick 
Hepp was elected vice-president, Jo- 
seph Ringler was elected treasurer, 
and C. H. Tilson was re-elected sec- 
retary. Frank P. Van Riper and 
William Schley were elected to the 
board of directors. 

The retiring treasurer, Frank P. 
Van Riper, who has held office since 
the organization of the association, 
was tendered a rising vote of thanks 
by the members and regret was ex- 
pressed that he found it necessary 
to retire. A similar vote was ac- 
corded Secretary Tilson for his 
work during the past year. 

Secretary Foley spoke on the de- 
sire of the State association to co- 


J te B. FOLEY, secretary of 


Manhattan and Bronx 


operate with the local organization 
and also discussed the insurance 
features of the hardware group of 
insurance companies. 

A representative of the Fitzgerald 
Manufacturing Co., Torrington, 
Conn., displayed a new electric fan 
that has just been placed on the 
market and the matter was referred 
to the Buying Committee for action. 

The following committees were 
appointed by President Shimell: 
Membership — Louis Steets, C. 
Kleenhardt, Harry Douglass, G. W. 
Blair, A. Patterson, Fred Becky; 
Finance—E. G. McDonall, Benja- 
min Baum, James Gear; delegates 
to the Metropolitan Association—C. 
A. Bruhns, Harry Douglass, John 
Schneider, C. H. Tilson, Arthur Shi- 
mell, George Pfaff. A dinner was 
served preceding the meeting. 

The annual report of the secre- 
tary, C. H. Tilson, was warmly ap- 
plauded and is given in part here- 
with: 


The Annual Report 


“The most important action taken by 
the association during the year was the 
withdrawal of our association from 
membership as a body in the Pennsyl- 
vania and Atlantic Seaboard Hardware 
Association. You all, no doubt, are 
familiar with the reasons of our affilia- 
tion with the P. A. S. H. A. and the 
valiant fight that was made to obtain 
recognition by our members in_ the 
National Association. Failing in which, 
and realizing that it was.an expensive 
proposition owing to the increased dues 
for us to remain as members of the 
P. A. S. H. A. A decision was arrived 
at and our withdrawal was accomplished 
with perfect good will and harmony on 
both sides. For the protection,of our 
members carrying mutual insurance we 
are endeavoring to get them to send in 
their application for membership in the 
New York State Association and are 
paying one-half of the State Association 
dues, which is the same rate as form- 
erly paid to the P. A. S. H. A. with the 
advantage that we are only paying for 
members that are carrying mutual in- 
surance, and all members joining the 
State Association are recognized by the 
National. 

The social activities of our associa- 
tion has been confined to our annual 
outing and clam bake, and a dinner that 
was attended by the executive commit- 
tee and advisory board preceding a 
meeting of that body called for the pur- 
pose of formulating plans for the with- 
drawal from membership in the P. A. S. 
H. A. Ip reporting the outing, as the 
majority of you attended it, we need 
only say that it was the greatest and 
best ever, both from a financial and 
social point of view. 

“The bowling club has now become a 
permanent organization and the mem- 
bers are bowling their heads off every 
Thursday night. 

“The treasurer’s report has shown 
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that the financial part of the organiza- 
tion has never been better, due in a 
great measure to the good and efficient 
work of our treasurer and it is with 
deep regret that we record his retire- 
ment after so many years of faithful 
service. 

“In closing I am going to make an 
appeal to both the old and new members 
for closer co-operation and more active 
support of the organization. We have 
a good thing right here, and it can be 
made of immense value to each and 
every one of us. The officers are ready 
to hear your complaints, to accept your 
advice and counsel and to work for your 
interests, but are not satisfied that you 
merely pay your dues as members and 
let it stop there. We want the benefit 
of the experience and counsel of the old 
officers and members, and with the addi- 
tion of the new ideas that is being intro- 
duced by the younger members there is 
not any reason why the Manhattan and 
Bronx Association should trail any other 
association in the Metropolitan or any 
other district, but should continue out 
in front as leaders.” 


PATTERSON, GOTTFRIED & 
HUNTER LIQUIDATE 
Patterson, Gottfried & Hunter, hard- 


ware jobbers and retailers, 211 
Centre Street, New York, are to 
liquidate and retire from business. 


Their stock and good will have been 
consigned to Manning, Maxwell & 
Moore, 119 West Fortieth Street, for 
disposal. Complete liquidation is ex- 
pected to be effected by July 1, al- 
though business will be conducted at 
the Centre Street address until May 1, 
at which date the lease on the property 
expires. 

The reason for the liquidation is said 
to have been the inability of Patterson, 
Gottfried & Hunter to renew their 
present lease at a figure that the di- 
rectors of the company considered 
reasonable. 

The sales force of Patterson, Gott- 
fried & Hunter will be broken up. 
It is said, however, that the firm is 
endeavoring to place many of its em- 
ployees in good positions before the 
business is dissolved. There are a 
number of rumors that some of the 
salesmen will start their own business 
but nothing definite, it is believed, has 
yet been undertaken. 

Patterson, Gottfried & Hunter have 
been in business in New York as 
retailers and jobbers of hardware 
for nearly fifty years. Until last fall 
they operated a large retail store on 
Fulton Street, between Broadway and 
Church Street, and were well known in 
the down town financial section of the 
city. The firm has always been re- 
garded as a successful hardware con- 
cern and the business it transacted 
during the past five years is said to 
have been very large. A short time 
ago the directors of the company, in 
view of the inability to renew their 
lease for what they considered a 
reasonable figure, are said to have con- 
sidered that they had reached the op- 
portune time to liquidate at a profit 
and retire from business. 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, March 21, 1921. 

CTIVITY in the local market can 

best be described as spasmodic. 

A few days of each week will be 
characterized by a limited amount of 
strong buying activity which will 
gradually fall off so that the balance 
of the week will, in comparison, seem 
dull. As a matter of fact, however, 
the general trend of buying activity at 
the present time is slowly but consist- 
ently improving. 

In this section of the country prices 
vary to a large extent and there has 
recently been several attempts on the 
part of some of the local retailers to 
reduce prices so as to get rid of some 
of their slower moving stocks and the 
attempt seems to have been, in many 
respects, quite satisfactory. 

Jobbers report that spring merchan- 
dise is moving more rapidly than they 
had anticipated several months -ago 
would be the case. Some small amount 
of building has been started in subur- 
ban sections though not enough to war- 
rant any noticeable change in the 
builders’ hardware market. 

It is also worthy of mention that a 
number of new retail hardware firms 
have recently started business on a 
small scale in this city. 

According to reports wire goods have 
been very much in demand during the 
past week. Spring merchandise, includ- 
ing all manner of garden tools, is being 
sold by retail dealers in fair quantities. 
Retail dealers report that business in 
seeds is just starting, and the general 
feeling regarding this line seems quite 
optimistic. 

Among retail dealers in local subur- 
ban sections there seems to be good 
interest in paints, as well as in garden 
accessories generally. The housing 
shortage in this section some dealers 
think may prompt house owners to take 
better care of buildings by giving more 
attention to repairing and painting. 

Traveling salesmen in hardware 
lines continue to send in fairly good 
orders and reports that conditions are 
improving. 

The following are the more impor- 
tant price changes given from jobbers 
stock f.o.b. New York: 


Tie out chains, 20-ft. lengths, $6.50 per 
doz.; 30-ft. lengths, $9.20 per doz. 
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Hammock chains, sherardized, are now 
quoted at $4.50 per doz. for 6-ft. lengths. 

Corrugated fasteners take a discount of 
33 1/3 per cent. 

Perfection screw drivers take a discount 
of 20 per cent. 

Bright wire goods now take the following 
discounts: Steel goods take, 80, 2, and 10 
Brass goods take 85 per cent. 
Galvanized goods take 75 and 10 per cent. 


Bolts and Nuts.—Bolts and nuts are 


in fair demand. Stocks are adequate 
and prices steady. 


per cent. 


Jobbers’ quotations f.o.b. New York: 

Common Carriage 3olts.—% x 6 and 
smaller, 40 and 5 per cent; longer and 
thicker, 40 and 5 per cent; machine bolts, 
all sizes, take a discount of 40 and 5 per 
cent. Stove bolts, 70 and 10 per cent; com- 
mon tire bolts, 50 per cent; sink bolts, 70 
per cent. 

Hexagon machine screws, nuts, iron, 20 
per cent. Brass, 4/32 to 8/32 in., 50 and 10 
per cent; 10/32 to 12/32 in., 40 per cent; 
14/32 in., 30 per cent; Lock washers, 40 per 
cent. 

Semi-finished hexagon auts, 9/16 and 
smaller, 50 and 10 per cent; % and larger, 
50 and 10 per cent. Lag screws, 45 per cent. 

Toggle bolts, steel, bright finish, 50 per 
cent. 

Iron rivets, 35 and 5 per cent; copper riv- 
ets, 50 and 5 per cent; black tinners’ rivets, 
35 and 5 on new list; tin tinners’ rivets, use 
black list plus $7.25 per 100 Ib. 

Clam Hooks.—Among_ waterfront 
dealers there is a demand for this class 
of goods. There is no indication at 
present of a shortage or any change in 
price. 

Jobbers’ quotations f.o.b. New York: 

Clam hook or digger, solid steel, 4 flat 
tines, 26-in. handle, gold bronzed finish 
shank, $11.92 per doz. net. Same, solid 
steel, 6 round tines, 26-in. handle, gold 
bronzed finish shank, $14.95 per doz net. 


Farming Tool Handles.—The con- 
tinued clemency of the weather has 
probably helped to sell these goods. 
Jobbers seem to be well supplied and 
the interest shown on the part of deal- 
ers is very good. Prices continue: 


Jobbers’ quotations f.o.b. New York: 

Hay fork handles, bent, 5 ft., $5 plus 5 
per cent; 6 ft.. $7.70 plus 5 per cent; hay 
fork handles, straight 5 ft., $4.20 per doz. 
plus 5 per cent; 6 ft., 36.70 per doz. plus 5 
per cent. 

Long handle manure fork handle, $4.40 
per doz. plus 5 per cent; wooden D manure 
fork handle, $6.99 per doz. plus 5 per cent. 
Six-ft. rake handle, $6.20 per doz. plus 5 
per cent. 

Shank rake hoe handle, $3.40 per doz. plus 
5 per cent. Spade handles, $7.10 per doz. 
plus 5 per cent. Malleable D spading fork 
handle, $5.75 plus 5 per cent. Wooden D 
spading fork handle, $6.90 plus 5 per cent. 

Farming tool handles generally are quoted 
in this section at discount plus 5 per cent. 
Pick, sledge, hammer and hatchet handles 
are quoted discount plus 5 per cent. Axe 
handles, discount plus 60 per cent. 


73 


Fly Swatters.—The health authori- 
ties in connection with some of the 
local newspapers, have reopened the 
annual contest in a campaign of “swat 
the fly.” It is expected that this will 
stimulate the sale of swatters, which 
usually are sold in fair sized quantities 
without much stimulation. 

Jobbers’ quotations f.o.b. New York: 

Fly swatter, wire mesh cloth, 4% x 8 in., 
stained bass wood handle, 55c. per doz. net. 
Same, corduroy bound, wood handle, 70c. 
per doz. net. Wire cloth fly swatter, black 
enamel handle, 85c. per doz. Tempered 
steel wire swatter, black wood handle, 14% 
in. over all, 90c. per doz. net. 3aby fly 
trap, galvanized wire cloth, tin cover and 
base, height 5% in., diameter 4 3/16 in., 85c. 
per doz. net. 

Galvanized Ware.—Buying is still 
very tight, and only where absolutely 
necessary for immediate use do we 
find the purchase of a bundle or more. 
It is expected by some that there will 
be shortly a little more buying in per- 
haps larger quantities, as it seemed to 
local jobbers that there is considerable 
more interest expressed this past week 
than has been shown in many months. 
The new prices on pails and tubs given 
last week continue. 

Market 
York: 

Galvanized sheets, No 
at $6 to $6.50 per 100 Ib 

Jobbers’ quotations f.o.b. New York: 

Galvanized pails, 8 qt., $2.85; 10 qt., $3.20; 
12 qt., $3.50; 14 qt., $4; 16 qt., $4.80. Prices 
are for 1 doz. m 

Galvanized wash tubs, No. 1, $13.70; 

2, $15.20; No. 3, $18; all per doz. 

Garden Hose.—Garden hose is going 
pretty good, and retailers express the 
opinion that hose will be a real good 
seller this spring, as the public did not 
buy very much last year in compari- 
son to other seasons. 

Jobbers’ quotations f.o.b. New York: 

Common brand, % in., 4 ply, 13 cents per 
ft. Same, wire 3 cents per ft. 


bound, 13% 
Good luck brand, 6 ply, 14 cents per ft. 
7 ply, 


prices to retailers f.o.b. New 


28 gage, is quoted 





No. 


Bull dog brand, 7 18 cents per ft 
Garden Hose Reels.—Reels are tak- 
ing a good place in sales records among 
the articles of spring merchandise. 
The quotations given are the latest 
New York prices. 
Jobbers’ quotations f.o.b. New York: 


Hose Reels.—For fastening to side of 
house, steel reel, iron spindle, 12 in. drum, 
$3.75 per doz. Metal hose reel, with chan- 


nel steel frame, cast iron wheels, 9 in. cor- 
rugated steel drum, enameled green and 
black, capacity 100 ft. of % in. hose, $25.60 
per doz. Metal hose reel, with tubular 
frame and tubular steel wheels, corrugated 
galvanized steel drum, enameled green, 100 
ft. capacity, $51 per doz. 


Garden Hose.—Garden hose have 
been much in demand and fortunately 
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jobbers have fairly good supplies. The 
prices given are representative of the 
latest New York jobbing quotations. 


Jobbers’ quotations f.o.b. New York: 

Shank hoe, riveted steel blade, assorted 
6%, 7 and 7% in, 4% ft. handle, blue 
finish, sell for $4.87 per doz. 


Same, with solid or assorted steel blades, 
6, 6%, 7, 7% and 8 in. 4% ft. handle, gold 
bronze finish, $8.43 per doz. 


Socket hoe, solid or assorted sizes, steel 
blades, 6, 644, 7, 7% and 8 in., 4% ft. handle, 
gold bronze finish, $9.37 per doz. 


Garden Tools.—Interest in all gar- 
den tools seem to take much attention. 
Stocks are good and prices have every 
indication of continuing. 


Jobbers’ quotations f.o.b. New York: 
Spading forks, 11 in. angular tines, forged 
from ‘crucible steel, steel cap ferrule—4-tine 


malleable D handle, bronzed with strap 
ferrule, $12 per doz. Same, with wood 


handle, $15.50 per doz. 
handle and 5 tines, 

Weeding hook, malleable iron, tin, 
eled wood handle, $1.20 per doz. net. 
three steel tines, tin, black, 
dle, $1.35 per doz. net. 
forged steel prongs, 
doz net. 

Post hole digger, 
5 ft., weight 10 Ib., 

Turf edger, 


Same, with wood 
$24.20 per doz. 

enam- 
Same, 
enameied han- 
Same, three hand- 
grip handle, $4.40 per 


blade 9 in. long, 
$24 per doz. net. 
cast steel blades, bronze fin- 


length 


ish shank, 414 ft. handle, socket style, 
$12.08 per doz. net. Same, shank style, 


$10.85 per doz net. 

Standard tree pruners, forged steel blade, 
with 2 in. curved cutting edge, steel draw- 
ing rod, lever handle with steel le “ver and 
hardwood grip, all sizes are being quoted 
at 20 per cent discount by local jobbers. 

Lopping shears, blades made from tool 
steel, 26 in. handles. $16 per doz. net. 
Ladics’ flower trowel, heavy one-piece steel 
blade 93 in., half polished and enameled 
maroon, stained handle, $1.25 per doz. net. 

Garden trowels. 6 in., tinned steel blade, 
black enameled handle, $1 per doz. net. 
Florists’ trowel, heavy solid steel, 6 in. 
blade, half polished, riveted shank, hard- 
wood handle, $1.75 per doz. net. Heavy 
one-piece steel, 6 in. blade, half eee 
painted red, ebony finished handle, $4.2 
per doz. net; 6 in. solid socket forge vd steel, 
full polished, grip handle, $7.51 per doz net. 

Glass Drawer Knobs.—All the inter- 
est in drawer knobs that persisted for 
so long a time seems to have shrunk 
away to nothing, as there is at present 
comparatively little interest being 
shown in these items. Stocks are plen- 
tiful, and prices substantially firm. 

Jobbers’ quotations f.o.b. New York: 

Glass drawer knobs, bolt and nut, nickel 
plated, %-in., $2 per doz.; same, 14%4-in., 
$2.40 per doz.; same, 1%-in., $3 per doz. 
Glass drawer knobs, fancy design, bras 
mounting, iron screw, %-in., $2.50 per 7 ge 








same, 1%-in., $3.10 per doz.; same, 1%-in., 
$3.40 per doz. Plain glass dri awer knobs, 
brass mounting, iron screw, * , $2.50 per 
doz.; same, 1-in., $2.75 per doz.; same, 13 
in., $3.10 per doz. ; same, 1% -in., $3.40 per 
doz. 

Grass Hooks.—Grass hooks have 
claimed a fair amount of attention. 
There is sufficient stock on hand for 


sale at the following prices: 

Jobbers’ quotations f.o.b. New York: 

Grass hooks, tempered steel blade, black 
and bronze finish, $3.25 per doz. .English 
grass hooks, high grade steel blade, riveted 
back and tang, $6.50 per doz. net. Same 
size, larger, $7.20 per doz. net. Tempered 
steel blade, ribbed back, green enamel 
finish, black enamel handle, $4.50 per doz. 
Long handle grass hook, crucible steel 
blade, tempered, 13 in. long, 214 in. wide, 
steel socket, ash handle, 324 ft., $8.42 per 
doz net. 


Hammock Hooks.—It is said that 
hammock hooks will be in demand with 
the summer trade. Prices are as fol- 
lows: 

Jobbers’ quotations f.o.b. 

Hammock hooks, 5/16 in., 
tinned to screw, $4c. per doz. 
in., wrought iron with plate, 
per doz. 

Hose Coupling —With the sale of 
garden hose and reels couplings are 


generally bought by retailers. Interest 


New York: 

wrought iron, 
Hooks, 5.16 
tinned, $1.16 


has been fair, and prices are firm. 
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Jobbers’ quotations f.o.b. New York: 

Brass hose couplings, cast metal for %-in. 
hose, $2 per doz. net. Same for %-in. hose, 
$2 per doz net. Wrought metal couplings, 
%-in. hose, $2 per doz. net. Clinching hose 
coupling, solid brass, clamps and tubes, one 


piece, %-in. hose, $2.75 per doz. net. Im- 
proved cast brass hose connection for 
faucets, % x %-in., $2 per doz. net. 


Ice Cream Freezers.—Ice cream 
freezers are expected to be much in 
demand on the part of the public. 
Many retailers have shown consider- 
able interest by placing good sized 
orders. 


Jobbers’ quotations f.o.b. New York: 

Arctic freezers, 1 qt., with double scrap- 
ers, $3 a piece. ‘Same, 4 qt., $5.10 a piece. 

White Mountain freezers, duplex dasher, 
and double self-adjusting scraper, outside 
galvanized, 1 qt., $3.65 a piece. Same, 4 
qt., $13.70 a piece. 

Auto Vacuum freezers are quoted at $3.35 
a piece in the 1 qt. size, and the 4 qt. size 
about $6.70 a piece. 

Lanterns.—Lanterns are still in good 
demand, and stocks are improving 
gradually. 

Jobbers’ quotations f.o.b. New York: 

Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckeye dash lanterns, 
$14.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, | $14. 50 per 
doz. Little Wizard lanterns, $11.75 per doz. 
Eureka driving lanterns plain lens, $19 
per doz. Watchmen’s mill lanterns, enamel 
finish, 5 per doz. Imperial platform lan- 
terns, $9.75 each. 


Lawn Mowers.—Buying has been un- 
usually light, and some jobbers are in- 
clined to believe that retailers consider 
the price rather than the demand when 
it comes to making out orders. Jobbers’ 
stocks are not heavy, but it is reported 
that there is no scarcity. 

Jobbers’ quotations f.o.b. New York: 

Common lawn mower, with 8-in. open 
drive wheel and 4-blade cutter 12 in. size, 
$7.60 a piece. Same, 14 in., $7.90 a piece. 
Same, pipe ball bearing lawn mower, with 
higher grade knife steel blades, 14 in., $10.35 
a piece; 16 in., $10.70 a piece. Higher 
grades ball bearing lawn mowers, 14 in. 
size, $12 a piece. 

Grass catchers to fit mowers, 
16 in., are sold at $14 per doz. 

Linseed Oil.—The small buyers who 
purchase single barrels, 5 barrels, 1 
barrel or 10 barrels and an occasional 
carload, continue very active in the lin- 
seed oil market. The large manufac- 
turing buyers have not yet enterdd the 
market. It is the opinion of some au- 
thorities that the good weather may 
have a stimulating effect on the sale 
of linseed oil. 

Market prices to retailers f.o.b. New York: 

The car load price of linseed oil varies 
from 65c. to 67c. per gal, Less than car 
load lots, but more than 5 bbl., quote at 
70c. to 72c.; less than 5 bbl. lots, 78c. to 
75e., prices varying according to_ seller. 
Boiled oil is 2 cents extra per gal., and 
double boiled oil is 3 cents extra, Oil in 
half bbl. lots is 5 cents per gal. additional. 

Nails.—The prices given here repre- 
sent what may be termed the basic 
market quotations. It is no secret that 
prices are negotiable to a large extent 
in this section. 

Jobbers’ quotations f.o.b. New York: 

For wire nails the prices range from $4 to 
$5. base, per keg. For cut nails prices 
range from $6 to $6.50 base, per keg. 

Copper wire nails, 5 Ib. to a box, 1 in., 
49c. per lb.; 1% in., 48c. per Ib.; 1% in., 
2 in., 24% in., 3 in., 47c. per Ib. Copper cut 
nails, 5 lb. boxes, 1% in., 50c. per Ib.; 2 in., 
2% in. and 3 in., 49c. per Ib. 


Naval Stores.—The tone of the naval 
store market is rather quiet. There 
has been little activity for the past 
month. Export business is practically 
non-existent. 
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Market prices to retailers f.o.b. New York: 

Spirits of turpentine, on a yard basis, is 
quoted at about 59 cents per gal. 

Rosin, on a_ basis of 280 lb. to a bbl., 
yard, grades B to K inclusive, have been 
selling at $6.25. Grades K to WW inclu- 
Sive are 50c. higher, at $6.75. 


Pruning and Grass Shears.—Interest 
for this class of shears is fair. 


Jobbers’ quotations f.o.b. New York: 

Pruning shear, cast iron, steel blades, 
coppered wire coil spring, $3.25 per doz, net 
California pattern, tool steel blade, Volute 
tempered spring, nickel plated finish, 6 in., 
$16. Same, black finish, $11.58 per doz. net. 
Same, 9 in., full polished, $17 per doz. net. 
California patte rn, with ratchet butt, tem- 
pered steel blade. Volute spring, full nickel 
plated, $19 per doz. 

Grass Shears.—5\% in., steel blades, jet 
finish, polished edge, $3.40 per doz. net. 
Same, trowel shank handle, tempered ESA 
in. blade, green enamel finish, $4.25 per 
doz net. 


Rope and Twine.—There is but little 
variance in the rope and twine market 
from week to week. Stocks are good, 
and prices are fundamentally firm. 
Buying is rather dull at present. 


Market prices to retailers f.o.b. New York: 

Manila rope, 20c. per lb. Sisal, No. 1 
grade, 15c. per lb. Sisal, No. 2 grade, 13c. 
per lb. Hardware grade, manila rope, 17c. 
per lb. Bolt rope, 24c. per lb. Lath yarn, 
first grade, 12c. to 17c. per lb. Jute twine, 
wrapping, best grade, 2lc. to 24c. India 
hemp twine, No. 9 grade, 17c. to 20c. 


Screws.—The demand for screws is 
fair. Local stocks are quite adequate 
and prices are firm. 


Jobbers’ quotations f.o.b. New York: 

Wood Screws.—lIron bright, flat head, 
72% and 10 per cent; iron, bright, round 
and oval head, 70 and 10 per cent; iron 
blued, flat head. 72% and 10 per cent; iron 
blued, round head, 70 and 10 per “cent; 
brass, flat head, 65 and 10 per cent; brass, 
round and oval head, 62% and 10 per cent; 
machine screws, iron, flat and round, 60, 10 
and 10 per cent; brass, flat and round, 60 
and 10 per cent. 


Stove Pipe.—This item is recognized 
universally as a _ hardware staple, 
quoted primarily for purposes of com- 
parison. 


Jobbers’ quotations f.o.b. New York: 
Black iron stove pipe, No. 28 gage, 12 
lengths to the bundle, 4-in.. $2.75 per doz. 
lengths. Same, 5-in., $3.25 per doz. lengths. 
Same, 6-in., $3.75 per doz. lengths. 

Elbows, black iron, No. 28 gage. 1 doz. to 
a bundle, 4-in., $2.40 per doz. Same, 5-in., 
2.70 per doz. Same, 6-in., $3.35 per doz. 


Sprayers and Sprinklers.—Interest 
is on the increase and stocks are suf- 
ficient to fulfil the current demand. 
The following prices continue: 

New York: 





Jobbers’ quotations f.o.b. 
Sprayers for spraying paris green and 
liquid on shrubs, potatoes, rose bushes. 
flowers, etc., tin sprayer, 1 pt. capacity, $4 
per doz. net. Same, 1 qt. capacity, $5.75 


per doz. net. 

Brass, 1 qt. capacity, $12.50 per doz. net; 
tin with brass tank, 1 qt. capacity, $11.50 
per doz.; continuous sprayer, sheet tin, 
alleged to give uniform continuous spray 
on both strokes of the plunger, capacity 
1 qt., $10.50 per doz. 

Lawn sprinkler. charcoal tin top, galvan- 
ized bottom, diameter 4% in., gold lacquer, 
$1.40 per doz. net; lawn sprinkler, 5 in. 
high, brass head, three brass arms, malle- 
able iron sleds, japanned, $17.50 per doz. 
net; sprinkler, 10 in. high, combination of 
vertical spray, coming from the perforated 
head, with streams thrown by the three 
arms, head, arms and upper stem brass, 
nickel plated, malleable iron sleds, japanned, 
$28 per doz. 

Lawn sprinkler, 24 in. high, brass head 
and arms, malleable iron sleds, japanned, 
27 per doz. net. 

Watering Pots.—Galvanized 
roses, 6 qt., $9 per doz. net. Same, 8 qt., 
$10.70 per doz. net: Same, 10 qt., $12.35 per 
doz net. Same, 12 qt., $14 per doz. net. 


Wire Goods.—Wire goods have been 
more in demand during the past week. 
Quicker deliveries have been asked for 
on the part of many retailers. Prices 
are firm. 
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Jobbers’ quotations f.o.b. New York: 

Square mesh, wire cloth, New York stock: 
2x 2 mesh, $5.50 per =. sq. ft.; 2% x 2% 
mesh, $5.70 per 100 sq. ; 3 x 3 mesh, $5. 75 
per 100 sq. ft.; 4x 4 -E:% $6 per 100 sq. ft.; 
5 x 5 mesh. $6 per 100 sq. ft.; 6 x 6 mesh, 
$6.50 per 100 sq. ft.; 8 x 8 mesh, $7 per 100 


sq. ft. 
For 50 lineal ft. rolls, add 1l5c. per 100 


sq. 

‘Add wc. per sq. ft. for widths narrower 
than 24 in. and wider than 48 in. 

Annealed wire, galvanized in stones of 12 
lb. each, are quoted per 100-lb. lots at No. 
16 gage, $10.50: No. 17 gage, $11; No. 18 
gage, $11.50; No. 19 gage, $12.15; No. 20 
gage, $12.85; No. 24, $14. Same, plain, ‘No. 
16 gage, $7.50; No. 17 gage, $8: No. 18 gage, 
$8.50: No. 19 gage, $9; No. 20 gage, $9.50; 
No. 24 gage, $11.50. 

Barbed wire is being quoted at $7 per 100 
lb. for both 3 point 4 in. and 4 point 6 in. 
Ribbon wire is $8.75 per 100 lb. Twist wire, 
12 gage, is $7 per 100 Ib. 

Dull galvanized screen wire, 12 mesh, 
from New York stock, $3.30 per 100 sq. ft.; 
18 mesh, extra heavy, $5.35 per 100 sq. ft! 
Bright galvanized wire and copper edge 
(pearl wire), 12 mesh, $4.50 per 100 sq. ft.; 
14 mesh, heavy, $6 per 100 sq. ft. Copper 
wire, 14 mesh, $10.50 per 100 sq. ft. Poultry 
netting, f.o.b. New York, is 35 per cent off. 
Poultry netting staples in 100 lb. kegs, $9 
per keg. 

P. S.—Wilckes-Martin-Wilckes Co., 
135 William Street, New York, manu- 
facturer of lampblacks, recently favored 
HARDWARE AGE with the following 
pertinent information about the lamp- 


black situation: 


Office of HARDWARE AGE, 
1505 Otis Bldg.. 
Chicago, Ill., March 15. 


LF be gtediee jobbers are extending 
all possible efforts to a stimula- 
tion of business. While buying gener- 
ally has been quite satisfactory, it is 
felt by some jobbers that retailers are 
under-buying and failing to keep stocks 
complete, with a consequent loss of 
business that affects not only the dealer 
but wholesaler and manufacturer as 
well. 

One Chicago concern has been making 
special prices on a large number of 
items just to encourage buying. The 
results have been quite gratifying. 
This special offer does not affect the 
general price situation, although it has 
touched many staple hardware items, 
but it has been restricted to certain 
dates, which will have expired when 
this report appears. Regular prices 
show practically no break from those of 
last week, when numerous small re- 
cessions were noted. 

A conflict of opinion is found among 
retailers on the business situation. 
Numerous smaller community dealers 
are holding onto high prices and re- 
fuse to pass on declines until they get 
new goods bought at the lessened fig- 
ure. Most retailers, however, it is 
thought, are following the market and 
those who do find consumers more will- 
ing to buy when they can make sav- 
ings over former prices. 

A small ray of hope on the Chicago 
building tie-up horizon is seen in the 
announcement of one of the largest in- 
vestment houses that it has money to 
loan at 6 per cent for real estate mort- 
gages. Most bankers, however, are still 
turning down real estate loans. The 
housing situation in Chicago is terrible. 


HARDWARE AGE 


“So far as lampblack is concerned, 
this is used by every hardware dealer, 
and he would undoubtedly be interested 
in knowing the reasons why there will 
be no change in prices. They are sim- 
ply these. The large distillers are 
compelled to pay higher price for tar 
—from which they secure our raw ma- 
terial, viz., creosote oil—than they have 
ever paid in their lives, and there is a 
scarcity of same because the producers 
of this tar, during the war, ascer- 
tained it had a fuel value and while 
coal was scarce and prices were exhorbi- 
tant, they arranged with sprayers to 
burn it underneath their boilers instead 
of selling it to the distillers. 

“We are glad to furnish this infor- 
mation to the trade so that they will 
know that the prices of blacks are not 
declining to the extent which they 
might expect them to decline. We as- 
sure you that the manufactureers them- 
selves will be only too glad to see raw 
materials on a lower basis so that they 
can make the necessary lower quota- 
tions, as they believe it would make for 
a healthier state of affairs, and put 
things on a more normal basis.” 


CHICAGO 


In all the desirable sections of the city 
rents are again being boosted. Ad- 
vances of 50 to 100 per cent have been 
recorded frequently. A big delegation 
of renters will visit the State legisla- 
ture this week to insist on remedial 
legislation. Building trades are still 
holding out for $1.25 an hour. Permits 
are slightly larger than for the same 
period of a year ago. 

Telephone construction material has 
been slightly reduced this week. Some 
summer sporting goods are more active. 
Dealers are being solicited for base- 
ball, tennis and golf equipment orders 
and some sales are noted. 

Jobbers again urge covering screen 
door and window screen requirements 
and say normal demands will tax the 
market because future buying has been 
remarkably light. 


Automobile Accessories.—We quote from 
jobbers’ stocks, f.o.b. Chicago: Reliable jacks 
No. 46, $3 each; $34 doz.; De Luxe long 


handled jacks, $8.50 each; No. 1 standard 
jacks, $3.25 each; twin-cylinder foot pumps, 
$1.25 each; Simplex jack, $2.10 each; Stew- 
art hand horns, $4 each: Howe spotlights, 
$4 each; Weed chains, 30 x 3%, $5 per pair, 
with 25 per cent off in lots of one dozen 
pairs and 33% per cent off in lots of more 
than ry dozen pairs; Rid-O-Skid chains, 
$2 to $2.65 per pair; inner tubes, red, 30x 
31%, $2.50 each; gray tubes, 30x 3%, $2.05 
each: Lyon bumpers, $10.25 each; Bethle- 
a *m spark plugs in lots of 100, special 
type, 43c. each; Mica type Bethlehem, 74c. 
each: standard porcelain Bethlehem plugs, 
55ec. each: Hercules Giant plugs, 55c. to 
each: Hercules Junior plugs, 27c. to 
each: Hel-Fi standard plugs, 45c. to 
52c. each: Hel-Fi tractor plugs, 83c. to 
7 each: A. C. Titain plugs, 58c. each: 
A. @. CGico plugs, 48¢c. each; Splitdorf 
plugs, 70c. to 78c. each; United Junior 
plugs, 49¢c. each: Champion X plugs, 50c. 
each: Champion O plugs, 50c. each; 
Champion heavy-duty plugs, 57c. each. 


Sales are not large at un- 
changed prices. 





We quote from jobbers’ stocks, f.o.b. 
Chicago: Standard quality black_ unhan- 
dled axes, 3 Ibs. to 4 Ibs., $17.50 base; 
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William L. Gilbert Clock Co., Win- 
sted, Conn., recently issued new net 
prices on Gilbert clocks applying to 
catalog 190. The following prices 
are being quoted to retailers. 

Standard Assortment.—2323, 2324, 
2326, black_enamel, $29 

Hanging Spring Wall 


999> 
ave0 


Clocks.—No. 3005, 


code word Corridor, varnished oak finish. 
$6.25. No. 3008, code word Lobby, polished 
mahogany finish, $6.60; fitted extra for 
strike, $1.05; calendar attachment extra, 
85c. No. 3038, code word Leeds, flat ma- 


hogaay finish, 


fitted strike only, 
3040, code 


word Ulster, 


$11.95. No. 
varnished oak finish, 


fitted strike only, $10.60. No. 3060, code 
word Sussex, flat mahogany finish, fitted 
strike only, $10.60. No. 3052, code word 
Admiral, varnished oak finish, $6.95: fitted 


extra for strike, $1.05; calendar attachment 
extra, 85c. No. 3066, code word Harmoni- 
ous, flat mahogany finish, fitted chime only, 
$14.25. No. 3069, code word Pelham, varn- 
ished oak finish, fitted chime only, $11.95. 
Radium Luma-nous Dial Clocks.—No. 
4584, All-Time, packed 50 in a case, $2.95. 
No. 4585, Radium, 24 in a case, $3.40. No. 
4587, By-Nite, $1.95 Add 5 per cent for 


broken lots. 


One Day sees Case omer Time.—Nos 


4321, 4322, 4325, 4327, 28, 4331, combination 
assortment, 316 75, “Dainty pattern No. 
$321, packed singly, in quantities, $2.35 
Moonlite pattern No. 4327, packed singly. 
in quantities, $3.30. 

One Day Nickels.—No. 4582. Design, 
packed 50 in a case, $1.90 No. 4583, Con- 
necticut, packed 24 in a case, $2.30 No 
4586, Wake-Up, packed 50 in a case, $1.39. 
Add 5 per cent for broken cases. 
second quality black unhandled axes, same 
weight, $16.50 base; handled, $3 to $6 per 
doz.; extra according to grade. 


Alarm Clocks.—Goods are more plen- 
tiful, reasonable purchases being met 
with good delivery. The general supply 
is under the general demand. Prices 
show no signs of breaking. 

Builders’ Hardware.—Smaller com- 
munities report numerous inquiries for 
prices on builders’ hardware. Chicago 
has decidedly less than normal building 
activity, although repair and alteration 
demands are good and noticeably bet- 
ter than they were a few weeks ago. 
Jobbers and retailers continue to buy 
cautiously. 


Chains.—No change is reported this 
week. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: %-in. proof coil chain, $10.50 
per 100 Ibs; Tenso, lock link and Ameri- 
can Weldless coil chain, 45 per cent off 
list. 

Clipping Machines.—Machines are 
active, sales continuing good. Prices 
seem stable. 

We quote from jobbers’ stocks, f.o.b. 


Chicago: Stewart No. 1 ball bearing horse 
clipper, enclosed type list, $14; top plate, 
$1.25; bottom plate, $1.75; Stewart, No. 9% 
ball bearing shearing machine list, $22 
horse clipping attachment for shearing 
machine list, $9. Discount on all above 
items, 25 per cent. 

Cutlery.—The supply of razors is not 
large. Safety razor manufacturers are 
in a position to want business, but have 
no great overstocks and manufacturing 
costs are such that there is no indica- 
tion of a price break. Pocket knives 
are moving in good volume at steady 
prices. Labor costs, of course, are the 
chief item in cutlery making and man- 
ufacturers say there is no opportunity 
to lessen this cost. 


Eaves Trough and Conductor Pipe.— 
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Last week’s slightly lower prices drew 
some business. Further immediate de- 
clines are unlooked for. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 29-gauge lap joint eaves trough, 
5 in., per 100 ft., $5.10; 29-gauge corru- 
gated conductor pipe, 3 in., $5.40 per 100 
ft.; corrugated conductor elbow, 3. in., 
$1.90 doz. 

Flint Paper and Cloth—All grades 
are in stock. Emery cloth is un- 
changed at the new and lower price 
made last week. Flint paper has not 
changed recently. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality flint paper No. 0, 
$4.50 per ream; first quality emery cloth 
No. 0, $27 per ream. 

Files.—No price variation since the 
reduction of last week. Manufacturers 
are not behind on orders. Demand is 
not strong. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Nicholson files, 50-7% off list; 
American files, 60 per cent off list; Diss 
ton files, 50-71% per cent off; Black Dia- 
mond, 50-5 per cent off list. 

Galvanized Ware.—A variety of gal- 
vanized ware prices may be found, but 
there are no important price conces- 
sions on first quality tubs, pails, cans, 
etc., except in individual cases where 
a drive to reduce stock is on. Tubs and 
pails are getting low. Some eastern 
manufacturers are said to have accept- 
ed business at a concession, but if this 
is true it is in the face of a price which 
is already regarded too low by some 
makers, and also in spite of a supply 
situation which, it is expected, will 
make general buying necessary in a 
very short time. 

Glass.—The market seems firm, no 
important changes being made _ in 
months. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A, all sizes, 77 
per cent off; single strength B, first three 
brackets, 77 per cent off; all sizes, double 
strength A, 79 per cent off; S. P. putty in 
100-Ilb. kits, $4.90; commercial putty, $4.25; 
glaziers’ points, Nos. 1, 2 and 38, one dozen 
to a package, 85c. per pkg. 

Hatchets.—There is no scarcity. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality broad 
hatchets, $24.20 per doz.; competitive 
grade, $17.25 per doz. and up; warranted 
shingling hatchets, $17.35 per doz.; com- 
petitive forged hatchets, $10.25 per doz. 

Hammers. — Manufacturers _ state 
labor costs remain high and lower 
prices are not possible now. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $15.50 doz.; regular first quality 16- 
oz. nail hammers, $14.75 doz.; competitive 
grade nail hammers, $10.50 to $12 doz. 
e . *. 

Handles, Wood.—Quotations are given 
on agricultural tool wood handles in re- 
sponse to request of HARDWARE AGE 
readers. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, & 
per doz.; No. 2, $3 per doz.; finest selec- 
tion white second growth hickory axe han- 
dies, $6.30 per doz.; special white second 
growth hickory axe handles, $5 per doz.; 
No. 1 hatchet and hammer handles, 85c. 
per doz.; second growth hickorv hatehoet 
and hammer handles, $1.60 per doz.; agri- 
cultural tool handles, No. 4%-N_ straight, 
main, $3.40: XX straieht. nlain $4.70: 
XY bent, $3.90; XX. bent, $5.35; 4% bent 
havfork strap and ferrule, $7.80: 41% ma- 
nure fork handle strap and ferrule, $7.80 
doz 

Hose.—Some business is noted but 
long requirement buying is not appar- 
ent. Prices show no variation. 

We quote from jobbers’ stocks, f.o.b. 
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Chicago: %-in. good quality moulded reel 
hose, 16%c. ft.; %-in. 3-ply duck hose, 
good quality, l6éc. ft.; %-in. 4-ply duck 
hose, good quality, 18%c. ft.; %-in. 5-ply 
multiple hose, l4c. ft. 

Lanterns.—Sales are slightly slug- 
gish, a seasonable condition. There 
has been no change by manufacturers 
in their announcement that prices 
would remain unlowered this year. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 2 Dietz cold blast lanterns, 
$14.25 doz.; with large founts, $15.75 doz.; 
best tubular lanterns, $9.25 doz.; Competi- 
tion lanterns, No. 0 tubular, $7.80 doz. 

Lawn Mowers.—Retailers have not 
shown a disposition to buy heavily. 
Manufacturers are predicting an under- 
supply should consumer demand prove 
normal this summer. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 17-in. Pennsylvania high wheel 
mowers, $25.50 each; 17-in. Pennsylvania 
Junior mower, $27.20 each; 16-in. four- 
knife ball-bearing 10%-in. wheel mower, 
$12.60; 16-in. four-knife ball-bearing 10%- 
in. wheel, $10.85 each; 16-in. four-knife 
plain bearing 9-in. wheel mower, $9.45 
each; 16-in. three-knife ball-bearing 9- 
in. wheel mower, $9.45 each; 16-in. three- 
knife plain bearing 8-in. wheel mower, 
$7.60 each. 


Nuts and Bolts.—Some interest is 
noted since price recessions but larger 
sizes are not very active. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Large sizes carriage bolts, 40-5 
per cent off list; small sizes, 40-10 per 
cent off; large sizes machine bolts, 50 pet 
cent off list; small sizes machine bolts, 
50-10 per cent off; all stove bolts, 65-10 
per cent off list; all lag screws, 50 per 
cent off list. 


Nails.—Chicago continues its lower 
than usual price on common wire nails, 
the largest jobber still being under the 
general quotation. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $4 per keg 
base, f.o.b. Chicago; wire nails store-door 
delivery in Chicago, $4.15 base. 

Paints and Oils.—Linseed oil lost 
strength in the quotations made public 
Monday. The market seems heavy with 
material and buying is dragging. Crop 
reports on flaxseed are depressing to 
the interests that wish to keep prices 
firm. Turpentine shows more firmness 
than for the past two weeks, taking up- 
turns in the fortnight of six cents per 
gallon. Denatured alcohol is weak and 
continues to fall. , 


We quote from jobbers’ stocks, f.o.b. 
Chicago: §. P. linseed oil, raw, 82c. gal. 
in barrels; five-barrel lots, 77c. gal.; boiled 
linseed oil, 84c. gal. in barrels; five-barrel 
lots, 79c. gal.;: S. P. turpentine in barrels, 
72c. gal.; denatured alcohol in barrels, 60c. 
gal.; S. P. white lead in 100-lb. kegs, 13c. 
lb.: pure white shellac (4-lb. grade) in 
gallon cans. $4 gal. 


Roller Skates.—Steady demand for 
rollers at unchanged prices is reported. 

We anote from jobbers’ stocks, f.o.b. 
Chicago: Rall-bearinge roller skates for 
boys. $2545 pair: girls’ ball-bearing roller 
skates, $2.65 pair. 

Rope.—Increasing activity in rope is 
in evidence as the season approaches. 
No price change is announced sincé 
last week’s 1c. reduction on_ sisal 
brands. 

We quote from jobbers’ stocks, f.0.b 
Chicago: No. 1 manila rope, standard 
brands, 19\%c. to 20%c.;: No. 2, 18\%c. to 
19'4e.; No, 1 sisal rope. standard brands. 
%e. to H%e.;: No. 2 sisal, 12%c. to 
14e. 

Steel Sheets.—The market shows no 
weakness. Stocks are complete. Sales 
are not heavy. 

We quote from jobbers’ stocks, f.o.b. 
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Chicago: 28-gauge galvanized _ sheets, 
$1.10 per 100 lbs.; 28-gauge black sheets, 
$5.75 per 100 Ibs. 

Screws.—The break in screw prices 
has been received with interest by the 
trade. Stocks have not been heavy in 
retail channels and a revival of buying 
is sensed. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat-head bright screws, 72%- 
20 per cent off list; round-head blued, 70- 
20 per cent off list; flat-head brass, 65-20 
per cent off list; round-head brass, 621%- 
= off list; japanned, 65-20 per cent off 
ist. 

Solder.—A good movement in solder 
is noted. Prices are considered attrac- 
tive. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder in full 
cases, 23c. lb.; small lots, 25c. Ib. 


Sash Cord.—The leading jobber re- 
ports sales of a fair volume. Strength- 
ening of cotton prices and the fact that 
sash cord makers report a satisfactory 
run of orders on their books indicate 
no immediate change in the price. 

Stove Boards.—New season’s prices 
have been established and are given 
here. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Wood lined crystal stove boards, 
24x 24, $13.65 per doz.; 26x26, $16.05 per 
doz.; 28 x 28, $18.85 per doz.; 30x 30, $21.30 
per doz.; 33x 33, $25.50 per doz.; 36x 36, 
$30.50 per doz. 

Wheelbarrows. — Interest continues 
good in wheelbarrows. Garden and 
contractor barrows should be in de- 
mand. Prices, which have been appre- 
ciably reduced some weeks ago, show 
no change. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wood barrows, $4 each; 
contractors’ steel tray angle leg barrows, 
$7 to $9 each, according to equipment; 
angle steel leg garden barrows, $6.50 each; 
No. 4 tubular barrows, $8 each. 

Washing Machines.— Shipping is 
brisk at the factories and retailers re- 
port more inquiries as the spring house- 
cleaning season nears. Sales are ex- 
pected to be of good volume for the 
coming weeks. No price changes are 
reported. 


Wire Goods.—Wire cloth and poultry 
netting are moving in a steady manner. 
Nails, barbed wire and black annealed 
wire show some life. Staples should be 
more active as fence repairs and erect- 
ing becomes more general. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Polished fence staples, $4.15: 
galvanized fence staples, $4.85: barbed 
galvanized wire, $4.85; No. 8 black an- 
nealed wire, $4; black painted wire cloth, 
12 mesh, $2.50 per 100 sq. ft.; poultry net- 
ting, galvanized before weaving, 40-10 per 
cent off; galvanized after weaving, 40 per 
eent off:: catch weight spool galvanized 
eattle wire, $4.85 per 100 Ibs.; 80-rd. spool 
galvanized hog wire, $4.20 per spool; No. 
& galvanized plain wire, $4.70 per 100 Ibs. 


Topping Brothers to Move 


Topping Brothers, 122 Chambers 
Street, New York, jobbers and retail- 
ers of hardware, recently purchased 
property at Varick and Vandam 
streets. The site comprises 125 feet 
on Vandam Street and 100 feet on 
Varick Street. Topping Brothers plan 
to improve the plot, it is said, by erect- 
ing a four-story building to house their 
business. 
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Office of HARDWARE AGE, 
410 Unity Building. 
Boston, March 19, 1921. 

— comparatively uneventful 

week has passed in the local hard- 
ware market. By that it is intended 
to convey the-meaning that compara- 
tively few price changes of importance 
have been recorded, and business has 
run along on a fairly even basis. The 
character of buying of shelf hardware 
by the retail trade is very much the 
same as reported heretofore. Orders 
for small amounts of hardware are 
placed each day, the aggregate num- 
ber received daily by the average job- 
bing firm here being fully as large as 
at any previous time during the past 
two years. It goes without saying the 
retail trade in general is turning at 
least certain goods frequently. One 
still hears considerable talk in retail 
circles about lower hardware values, 
but fear of serious results from same 
are fast passing. 

While there has been no concerted 
spring buying movement by the retail 
trade, everything strongly points to 
good business over the counter during 
the next few months, at least. The 
policy of the average retail distributor 
‘of hardware is to get along as best he 
can on as little merchandise as is possi- 
ble, the idea being to keep one’s affairs 
as liquid as circumstances permit, until 
general business conditions are more 
settled. This method of doing business 
is thoroughly favored by the wholesale 
shelf hardware houses for it allows a 
large majority of the retail concerns 
to either pay all bills promptly or dis- 
count them. Some retail accounts are 
being carried, it is true, but there al- 
ways are such accounts no matter what 
general business conditions are or have 
been. The point is, however, that there 
are much fewer “weak sisters” in the 
retail hardware field than noted in pre- 
vious years. 

Mill supply houses report goods as 
not turning over as fast as they would 
like to see, but all admit the movement 
of general lines of merchandise are 
growing slightly more active all the 
time and that gross sales each day 
average considerably better than dur- 
ing the corresponding time last month. 
The heavy hardware business is im- 
proving, but more slowly than the shelf, 
as is indicated by gross sales of the 
standard articles each week. Were it 
not for the fact that the average heavy 
hardware house is carrying a larger 
assortment of merchandise than ever 
before it would not be able to make the 
financial showing it is today. Most 
jobbers have taken a rather drastic loss 
in inventories, however, and today are 
on a bed-rock basis, consequently it is 
believed conditions cannot be less un- 
favorable and in all probability grad- 
ually better from now on. 

Automobile Accessories.—The Boston 
Auto show was held during the past 
week, and local hardware accessory job- 
bers say that some business has re- 
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sulted from it. According to the latest 
estimates, however, more people at- 
tended the show out of curiosity rather 
than with the idea of buying an auto- 
mobile. If such is the case, this con- 
dition would seem to bear out the state- 
ments made previously here that a 
great majority of the car owners in- 
tend to make the old machine go this 
year. 
that automobile accessories will sell 
quite freely in 1921. As a matter of 
fact, hardware jobbers handling ac- 
cessories say that, already, irrespec- 
tive of the automobile show, there has 
been a decided improvement in the 
movement of goods out of stock since 
last reports, and indications are that 
orders will continue to flow in quite 
freely within the next month or two. 
For that reason, they are inclined to 
believe that the general tendency of 
the accessory market will be upward 
rather than downward during the next 
few months. In other words, they do 
not anticipate any further reductions 
in prices on standard accessories for 
some time. 

Axes.—Jobbing hardware houses con- 
tinue to report the demand for axes as 
disappointing, although they admit that 
it is better than it was earlier in the 
year. Their salesmen on the road are 
still getting numerous complaints re- 
garding prices for axes. In fact, crit- 
icism along these lines has been so 
great that some of the jobbers at least 
are considering a revision in prices. 
Nothing definite, however, has been 
done in this matter. 

Babbitt.—The local market on bab- 
bitt is weak, with prices at a lower 
point than they have been before ‘in 
many months. Quotations take a wide 
range, some of them being quite at- 
tractive. 

Barbed Wire.—Barbed wire of all 
kinds continues to move out of local 
stocks fairly freely, and there is every 
reason to believe that jobbers will clean 
up well this season. The bulk of the 
buying comes from cities and towns 
located in the more inland points. 
Local retailer dealers say there is al- 
most nothing doing in the market. 


We quote from jobbers’ stocks: Barbed 
wire, standard in 80-rod reels. $4.65 per 
reel; galvanized, two-ply twisted, 80-rod 


reels. $4.15 per reel, Stanles, galvanized, in 
full kegs, $5.35 per 100 Ib. 


Batteries. and Bulbs.—The makers 
of Ever-Ready opal back flashlight 
lamps have issued a new list, which 
shows an advance of 20c. to 25c. in 
prices for same. 

Downward revision of prices on cer- 
tain types of automobiles and flashlight 
lamps also is noted, but these largely 
concern styles not as a rule carried by 
the hardware trade, of which there has 
been some accumulation in the stocks 
of manufacturers. 

The retail demand for batteries and 
bulbs in general holds up remarkably 
well for this time of the year, as is 
attested by orders received in the local 
wholesale market. Tungsten and nitro- 


In that event, it is a certainty - 





out of 
stock in a satisfactory manner, more 
and more retail dealers going in for 
this line of merchandise. 

Baseball Goods.—Orders for baseball 
bats, gloves and balls are coming in 
quite freely, and a material reduction 


gen bulbs continue to move 


has been made in local stocks since 
March 1. It is quite evident that the 
average retail hardware dealer is bank- 
ing on the national game being more 
popular than ever. 

We quote from jobbers’ stocks: 


3ats—No. 2, $2.10 per dozen: No. 4, $4; 
No. 11-B, $8; No. 13, $8; No. 16, $12; No. 
19, $18. Louisville Sluggers, all types, $24 
per dozen; Junior Louisville Sluggers, $8. 

Balls—Harwood, Dandy, $1.50 per dozen; 
Boys’ Favorite. $2; Young America, $3.25; 
Junior League Special, $3.25 ; Junior League, 
$5.50; Boys’ League, $7; Dollar Lively, $9; 
Professional League, $13.50; Harwood 
League, $16; National League, rubber cen- 


ter, $18: National League, cork and rubber 
center, $18. 

Gloves—Fielders’, $12.50 to $60 per dozen ; 
catchers’ mits, $20 to $120; basemen’s mits, 
$33 to $48 


Bolts and Nuts.—The market for 
bolts and nuts has ‘grown quite spotty 
in the past week, some jobbers report- 
ing it as remarkably good, while others 
say that it is flat. Those jobbers who 
report good business, within the last 
month or so, have been obliged to buy 
fresh goods to fill out stocks. Those 
who are doing little attribute the con- 
dition of the market to labor conditions. 
They say the building strike has had 
a sentimental effect on buyers of bolts 
and nuts, and they also point out the 
fact that boiler makers employed by 
six of the largest local and nearby 
erecting concerns have voted to strike 
against a proposed reduction of 10 per 
cent in wages, effective March 14. 
These boiler makers are still at work 
awaiting instructions from  Interna- 
tional Union headquarters in Kansas 
City, and, according to the hardware 
trade, “the situation is up in the air.” 


We quote from jobbers’ stocks: Machine 
bolts with H P nuts, *% x 4-in., smaller and 
shorter cut threads, 45 per cent discount; 
larger and longer, 40 per cent discount: 
with C T D nuts, all sizes 25 per cent dis- 
count; tap bolts. list. net: common carriage 
bolts, all sizes, 37% ner cent discount: Eagle 
carriage bolts 50 and 10 per cent discount; 
stove bolts, large lots, 65 per cent discount; 
small lots, 55 per cent discount: bolt ends, 
40 per cent discount; tire bolts, 50 per cent 
discount. 

Nuts, H P square. blank and square 
tapped, list, net: C P Crand T squared 
blank and tapned, list. plus le.; extras of 
le. to 5c. per Ib. are charged for less than 
keg lots: semi-finished hexagon nuts, 60 
per cent discount: finished case hardened 
nuts, 60 per cent discount; machine screw 
nuts, iron list; machine screw nuts, brass, 


25 ner cent discount 

Canned Heat.—The Sterno Corpora- 
tion, New York, is putting on the mar- 
ket a new type of yacht stove that is 
attracting considerable local attention, 
inasmuch as it has proved a good seller 
so far. The stove is made of heavy gal- 
vanized iron, and has a _ brass rail 
around the top. It is unbreakable and 
safe for any boat. There are two burn- 
ers, under which six new type large 
size canned heat are used, these cans 
burning them in liquid form, and a 
good sized oven is provided. The stove 
retails at $25 each. The new size cans 
job out at $2.10 a dozen. Judging from 
orders being received by local hardware 
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houses, many retail stores are enjoy- 
ing a frequent turnover of canned heat 
stocks, as well as stands, kits, ete. 

We quote from jobbers’ stocks: Sterno, 
$10.80 per gross, in any quantity; Theroz, 
$14.70 per gross in any quantity. Sterno 
cooking ware—No. 4001, stands with boiler, 
$2; tea kettle with tray, $2.75; folding 
stoves, single burner, $1.50; double burner, 
$2: discount 334% per cent. 

Theroz Cooking Ware—Paragon burners, 
16c. each; No. 4 burners, $2 per doz. ; Con- 
tinental (copper), $4 per doz.; Continental 
(nickel), $8 per doz.; blue flame stoves, 
two burners, $2.35 each; combination mess 
kits, $3.33 each. 

Cutlery. — German 
shears are finding their way into local 
wholesale hands. Some of these goods 
are arriving in poor condition, and are 
being immediately shipped back to 
original hands. Some domestic makers 
of shears, 31% to 6 inches, are meeting 
German competition by placing in the 
hands of jobbers various patterns, in- 
cluding buttonhole scissors that job out 
at an average price of $4.50 per dozen. 
These scissors, being the popular sizes 
with retail store women customers, 
are meeting with ready sales. The 
local market is well supplied with all 
kinds and makes df pocket knives, for 
which the demand is more or less irreg- 
ular. Kitchen knives, etc., are moving 
in about a normal manner, and prices 
for same hold steady. Bigelow & Dowse 
30., Boston, have bought the entire 
stock of the Boston Cutlery Co., Wash- 
ington St., Boston, and have placed 
same on sale at their store. 

Fencing.—Wire fencing of all kinds 
is moving out of stock freely, and job- 
bing houses report that there still re- 
mains a large hole to be filled, the re- 
tail trade during the past year or two 
having cleaned up everything they had. 

Garden Tools.—Several — springlike 
days have served to stimulate public in- 
terest in garden tools and seeds. Re- 
tail dealers, located at inland points, 
in many instances report highly sat- 
isfactory sales even now. In the vari- 
ious New England municipal home gar- 
den departments it is reported the de- 
mand for gardens this year is greater 
than usual. In many instances, appli- 
cants request two garden plots in- 
stead of one as heretofore. The city 
officials, in some instances, have ap- 
pealed to owners of real estate for 
permission to use garden plots located 
near residential sections, and consid- 
erable co-operation has resulted. The 
unusually early demand for garden 
tools and seeds is, it is believed, based 
largely on the fact that many people 
out of employment are anxious to mini- 
mize the cost of living by producing 
garden truck. 

Glass.—The local market on single 
and double B window glass is weaker, 
but quotations on single A and double 
A are unchanged. The over-counter 
demand for window glass is holding up 
strongly. but the wholesale market is 
comparatively quiet, due largely to the 
local and nearby building strike. In 
connection with this building strike, it 
is interesting to note that Boston 
glazers went out in sympathy with the 
building trades unions, although no 
question between them and the glass 
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companies was involved. These men, 
with overtime, had averaged about $60 
a week, and they have been out of 
employment for seven weeks. This 
week the glass interests have an- 
nounced a material reduction in glaz- 
ing charges, and the inference is that, 
if the men return to work, they will do 
so at reduced wages. No notification 
to this effect has been served on the 
glazers’ union, however. The _ local 
market for all sizes of plate glass and 
automobile sizes of glass also are lower. 


We quote from jobbers’ stocks: 

Window: glass, Single A, by the box, 78 
per cent discount; by the light, 80 per cent 
discount; Double A, 80 per cent discount ; 
Single B, 82 per cent discount; Double B, 
84 per cent discount. 

Vitro-marble glass: 5/16-in., 80c. per sq. 
ft.; 7/16-in., 90c. 

Skylight glass: Rough or rolled, %-in. 
thick, 18c, per sq. ft.; 3/16-in, thick, 22c. 
per sq. ft.; %-in. thick, 28c. per sq. ft.; 
wired glass, 35c. per sq. ft. 

Hammers.—A New England manu- 
facturer of small hammers, such as 
tack, etc., has issued a new list, which 
shows an average decline of 10 per 
cent on several numbers. The demand 
for this class of merchandise, accord- 
ing to the jobbing trade, is not espe- 
cially good. Some heavy hammers are 
moving, but orders for same are 
largely of a hand to mouth character. 

We quote from jobbers’ stocks: Ham- 
mers, striking and sledge, under 5 Ibs., 50 
per cent discount; 5 lbs. and over, 50 and 
10 per cent discount. 


Handles.—Wooden handles are mov- 
ing more freely than they have before 
this year, and jobbers, in a few in- 
stances, have had to place additional 
orders to fill stocks on certain kinds. 
Indications now are that a larger busi- 
ness in handles will be done this year 
than anticipated earlier. 


Jobbers are quoting hickory farming tool 
handles at list. Ex-grade hay forks, bent, 
for instance, are quoted $3.40, $3.90, $4.40 
and $5.50 pe doz., according to quality. 


Hinges.—One of the leading manu- 
facturers of spring hinges announced 
a reduction of approximately 10 per 
cent in his product, and local quota- 
tions have been revised accordingly. 

Iron and Steel.—Nothing of special 
interest has transpired in the market 
for iron and steel since last reports. 
Jobbers report that the reduction in 
prices announced last week has failed 
to stimulate business. There is, how- 
ever, a slow but steady increase in the 
amount of stock moving, and it is be- 
lieved that the improvement will con- 
tinue until the market is back on a 
normal basis. 


We quote from jobbers’ stocks: 

Iron.—Refined, $3.53 per 100 Ib. base: \4 
and 5/16-in. round and square, $5.40: best 
refined iron, $5; Wayne iron, $8.50: Norway 
iron, $12. 

Steel.—Soft steel bars, $3.53 per 100 Ib. 
base; flats, $4.40 to $4.75; concrete bars, 
plain. $3.53; twisted, $3.75; angles, channels 
and beams, $3.53 to $3.63; tire steel, $4.50 
to $5; open-hearth spring steel, $6° cruci- 
ble spring steel, $12: steel bands. $4.23 to 
$4.78; steel hoops, $4.90; cold rolled steel, 
$4.50 to $5.75: toe calk steel, $5.50. 

Quantity differentials, lots under 1000 Ib. 
of a size, 35c. per 100 Ib. ; lots of 1000 Ib. to 
1999 Ib. of a size, 15c. 


Nails.—As intimated last week, retail 
dealers are better supplied with all 
kinds of nails than they have been be- 
fore in a long time. Jobbers’ stocks, 
however, are comparatively small, such 
firms in many instances having held up 
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shipments from the mill. This action 
is based largely on prices for wire 
nails named by independent mills, which 
would indicate that the market for 
same is weaker. As low as $3 per keg, 
base F.O.B. Pittsburgh, has been done 
locally this month. From that price, 
the market runs up to $3.25 per keg. 


We quote from jobbers’ stocks: Wire 
nails, per keg, from the store, $4.35 base. 
f.o.b. Boston; from the mill, in less than 
car lots, $3.60 base, f.o.b. Pittsburgh; coated 
wire nails, $5 per keg, base; cut nails, $7 
per keg base, with the Tremont schedule 
of extra; galvanized cut nails, $10.50 per 
keg base. 


Pruning Shears.—A seasonable de- 
mand for pruning shears is reported 
by wholesale houses here. By that the 
dealers mean that sales are consider- 
ably larger than they were last year, 
largely because nobody was able to get 
stock in 1920. As compared with years 
previous to the war, the demand today 
compares favorably. 

We quote from jobbers’ stocks: Pruning 
shears, Seymour Smith line, No. 0, $6.30 per 
doz.; No. 23, $9.66; No. 21, $12.60; No. 30, 
$12.60; No. 65, $13.86; No. 40, $23.10; No. 
240, $25.20; Nos 290, $31.50. 

Screws.—There appears to have been 
quite a decided improvement in the call 
for wood screws since March 1, and 
certain wholesale houses have been 
obliged to place new orders with the 
manufacturers to fill out stocks of cer- 
tain kinds and sizes. The demand for 
machine screws is fair, the bulk of the 
buying, however, coming from small 
consumers. There appear to be plenty 
of cap screws bought in the local mar- 
ket, and there have been no new orders 
placed with the manufacturers of same 
for some time. 

We quote from jobbers’ lists: Wood 
screws, flat head bright 72% per cent dis- 
count, flat head blued, 72% and 5 per cent 
discount ; round head blued, 70 per cent dis- 
count; flat head brass, 65 per cent discount : 
round head brass, 62% per cent discount 
flat head brass plated, 65 per cent dis- 
count; round head nickeled, 60 per cent 
discount ; flat head nickeled, 60 per cent dis- 
count; flat head galvanized, 57% per cent 
discount. 

Coach screws, 50 per cent discount: set 
screws, including headless, 50 and 10 per 
cent discount; cap screws, square and hex- 
agon, 50 per cent discount; fillister, 20 per 
cent discount; flat. round and button head. 
list: lag screws, 50 per cent discount; iron 
machine screws, flat and round head, 50 
per cent discount; fillister, 45 per cent dis- 
count; flat and round head brass, 40 per 
cent discount; fillister, 35 per cent discount 

Sheep Shears.—Retail hardware con- 
cerns located in Maine, New Hamp- 
shire and Vermont are sending in some 
fairly good orders for sheep shears. 
There also is a demand from dealers 
located in western Massachusetts. As 
a result of business from these sections 
of New England, local stocks are being 
gradually reduced to a minimum. 

We quote from jobbers’ stocks: Sheep 
shears, True Vermonter brand, No. 055E 
h14-in., $10.50 per doz.; No. 057E, 544-in., 
$13 per doz. 

Tacks.—The market on steel tacks is 
unchanged, but that for copper is about 
10 per cent lower, local jobbing quota- 
tions having been revised following the 
publication of new lists by manufac- 
turers. 

Washing Machines.— The servant 
question is still a serious one with the 
housewife. Retail hardware dealers 
are aware of this fact, and have been 
pushing sales of washing machines 
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with considerable success. The most 
common method of sale is to give a 
demonstration in the home, but, quite 
a few dealers have been able to dis- 
pose of large numbers by direct store 
sales. The manufacturers of washing 
machines of all kinds, insofar as we 
are able to discover, are adhering 
strictly to list prices, and, in view of 
the fact that they are becoming more 
and more busy, the chances are that 
they will maintain lists so long as busi- 
ness continues to improve. 

Wire Cloth and Netting.—The mar- 
ket for wire cloth and netting is more 
active than it has been at any previous 
time this year, and jobbers, in numer- 
ous instances, have requested mills to 


Office of HARDWARE AGE, 
538 Guardian Building, 
Cleveland, March 21. 

ONDITIONS in both the retail and 

wholesale hardware trade show 
some improvement. The unusually 
early appearance of spring weather has 
stimulated retail sales somewhat, par- 
ticularly in lines made active by the 
housewife’s thoughts of spring clean- 
ing. Weather conditions have already 
resulted in bringing out a good volume 
of orders for spring goods from mer- 
chants who had deferred their spring 
buying as long as possible and many 
other retail dealers are requesting that 
shipments be made at once on season- 
able goods previously ordered. Mills 
are slow in making shipments on poul- 
try netting, but other lines of, mer- 
chandise appeared plentiful. Another 
encouraging feature of the situation is 
that quite a few orders that were can- 
celled by retail merchants some time 
ago are being reinstated. 

Building work in Cleveland is going 
ahead in fairly good volume for this 
season of the year, mostly in the build- 
ing of frame houses. Not much new 
work is under way in large office build- 
ings and practically no manufacturing 
plants are being built, but considerable 
large work is in prospect. Much pros- 
pective building work is awaiting devel- 
opments in the labor situation in the 
building trades. Present wage agree- 
ments expire May 1 and building con- 
tractors will probably hold out for 
lower wages. 

The price tendency continues down- 
ward, although not many important re- 
ductions were made during the week. 


Automobile Tires and Accessories.— 
Although there is little activity in tires 
and accessories at present, an excellent 
season’s business is looked for. Dealers 
are cleaning out their old stocks and at 
present are buying only what they ac- 
tually need. Prices are unchanged. 


We quote from jobbers’ stocks f.o.b. 
Cleveland: Reliable jacks No. 1, $2.33; No. 
2, $3.33, in lots of 12; A. C. Titan spark 
plugs, 65c. in lots up to 10, and 58c. in lots 


of from 10 to 100; Derf spark plugs, 9%6c. 
each for all sizes, in lots less than 50: 
Champion X, 50. each for less than 100 


and 48c. each for over 100;'Champion regu- 
lar, 58c. each for less than 100, all sizes, 
and 56c. each for over 100. 
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hurry shipments. Report has it. that 
New England made poultry netting has 
been offered at slightly better terms 
than quoted on the F. O. B. Pittsburgh 
market basis, but this story cannot be 
substantiated at this writing. Local 
quotations on poultry staples have been 
revised downward slightly. 

We quote from jobbers’ stocks: 

Wire Cloth.—Black, from the mill, $2.60 
base, f.o.b. Pittsburgh ; from the store, $2.75 
f.o.b. Boston. 


Window Netting.—Galvanized cellar win- 
dow netting, hardware grade, 12 to 24-in., 


64c. per sq. ft.; 24 to 48-in., 6c. per sq. ft. 

Poultry Netting.—Factory shipments, 40 
per cent discount, f.o.b. Pittsburgh; from 
the store, 35 per cent discount, f.o.b. Bos- 
ton. 


Wire Goods.—A New England man- 
ufacturer of hooks and a general line 


CLEVELAND 


Axes.—Jobbers report a fair demand 
for axes, both for early shipment and 
for fall delivery. Prices are unchanged. 

Jobbers quote single bitted axes at $25 
per doz. and double bitted at $30 per doz. 

Barb Wire.—Retail merchants in the 
country districts are placing a fair vol- 
ume of orders for barb wire for early 
spring shipment. Prices are unchanged. 

We quote barb wire from jobbers’ stocks, 


in 80-rod spools, as follows: Cattle wire, 
$4.10; hog wire, $4.40; American special, 
$3.15. 


Batteries.—The demand for dry cell 
batteries has improved recently and 
jobbers are having difficulty in secur- 
ing shipments of ignitor batteries. 


batteries at 36c. 
37c. each, in 


Jobbers quote regular 
each and ignitor batteries at 
bbl. lots. 

Bolts and Nuts.—There is a fair de- 
mand for bolts and nuts, mostly in the 
small sizes. This condition of the mar- 
ket has existed for some time so that 
jobbers are not working off their stocks 
of large bolts as rapidly as they wish. 
Prices are unchanged. 


Jobbers quote: Large machine bolts, 59 
to 50, 10 and 5 per cent off list; small ma- 
chine bolts, cut thread, 50 and 10 to 60 
per cent off list; rolled thread, 60 to 69 and 5 
per cent off list; carriage bolts, cut thread, 
40 to 45 per cent off list; rolled thread, 45 
to 50 per cent off list. 


Binder Twine.—Prices have been 
named for binder twine for this season’s 
delivery and jobbers are now taking 
orders. The new prices are ‘4c. per Ib. 
lower than prevailed last year. 


Jobbers quote binder twine at 134%c. per 


lb. for mill shipment and 15c. per lb. for 
stock shipment. 
Common Chain.—Chain is moving 


rather slowly and prices are unchanged. 

Jobbers quote %-in. common chain at 
10%c. per Ib. and %-in. at 9c. per Ib. for 
stock shipment. 

Cotton Duck.—Prices on cotton duck 
are weak and irregular. On February 
15 the price was established at 40 per 
cent off list but sales are being made 
now as low as 60 per cent off list. 

Eave Trough and Conducting Pipe.— 
A ‘price reduction of 10 per cent has 
been made on galvanized eave trough 
and conducting pipe. 


Jobbers now quote eave trough at 74 per 
cent off list and conducting pipe at 65 per 
cent off list. 


Fence.—A fairly heavy demand has 
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of wire goods has issued a new list, 
which shows a decline of 10 per cent 
on various numbers contained therein. 

Wrenches.—The demand for wrenches 
in general is slow, most of the retail 
distributors being inclined to get along 
the best they can with what they have 
in stock. It is intimated that local quo- 
tations on agricultural wrenches will 
be lowered within the near future. The 
Lawrence-Clark Co., Springfield, Mass., 
is placing on the market a new ad- 
justable socket wrench under the trade 
name of “101 Wrench.” 


We quote from jobbers’ stocks: Stillson, 
55 and 5 per cent discount; Trimo pipe 
wrenches and parts, new list, 55 and 5 per 


cent discount ; Coes wrenches, 331% per cent 
discount; drop forged wrenches, 20 per 
cent discount; Wescott’s wrenches, net list ; 
agricultural wrenches, 25 per cent discount. 


developed for fence which for the past 
two or three years has been high in 
price and very scarce. Prices are un- 


changed. 
Jobbers quote fence prices f.o.b. Pitts- 
burgh, as follows: 58 per cent off list for 


for 1000 rods 
for less than 


full cars; 57 per cent off list 
or over; 56 per cent off list 
1000 rods. 

Furnace Pipe and Elbows.—Orders 
are being taken for furnace pipe and 
elbows for shipment until September 1 
and the demand is fair. Prices are un- 
changed. 

We quote furnace pipe as follows: Nested 
tin pipe, 50 and 10 per cent off list; nested 
galvanized pipe, 50 per cent off list; tin 
and galvanized elvows, 45 per cent off list. 


Garden Tools.—The demand for gar- 
den tools has become very active during 
the last week or two, orders coming for 
the most part from retailers who had 
deferred buying because they thought 
prices might go lower. 

Galvanized Ware.—Prices on galvan- 
ized ware seem to be well maintained 
since the recent reduction, but the de- 
mand is dull. 


Jobbers quote: Tubs with wringer attach- 


ment, No. 1, $9 per doz.; No. 2, $10 per 
doz.; No. 3 $11.25 per doz. ; 12-qt. pails, $2.75 
to $3 per doz.; Red Band pails, $8.64 per 
doz. 


Handles.—The demand for wood han- 
dles is steady and the price shows no 
fluctuation. 


Jobbers quote American Fork & Hoe 
Company's hay and manure fork handles, 
without ferrules, as follows: X grade, 4 ft. 
handles, $3.50 per doz.; 4% ft., $3.85 per 
doz.; 5 ft., $4.50 per doz.; XX grade, 4 ft., 
$4.10 per doz.; 4% ft., $4.35 per doz.; 5 ft.. 
$5.50 per doz. Shovel handles: X grade TI) 
shovel handles, $6.25 per doz.; long handled 


shovel handles, X grade, $5 per doz. Hoe 
handles, X grade. $14 per doz.; No. 1 grade, 
$2.25 per doz. Single and double bit axe 
handles, XXX grade, $5.25 per doz 
XX grade, $4.25 per doz.; X grade, $2.60 
per doz. 


Hinges.—Prices on Chicago double 
acting spring hinges have been marked 
down. A reduction of 25 per cent has 
been made on blind hinges. 

Lanterns.—There is very little ac- 
tivity at present in lanterns and prices 
are unchanged. 

Jobbers cold blast short 


quote No. 77 


globe lanterns, $14 per doz. 

Lantern Globes.—Prices on regular 
cold blast lantern globes have been 
marked down 45c. to $1.10 per dozen. 


Lead Pipe.—The price of lead pipe 
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has declined $1.25 per 100 lbs. This is 
now quoted by the jobbers at $7.50 per 
100 Ibs. 

Lawn Mowers.—Jobbers are now 
shipping lawn mowers for the spring 
trade and are getting quite a few new 
orders in small lots. No price changes 
are expected this season. 

Nails and Wire.—The demand for 
nails and wire which has béen light for 
some time shows a little improvement. 
The supply is plentiful. Prices are un- 
changed. 

Jobbers quote nails at $3.75 per keg for 
less than car lots for stock shipment; 3.60 
per keg for less than car lots for mill ship- 
ment and $3.35 per keg for car lots for mill 
shipment. For shipment from stock, job- 
bers quote No. 9 annealed wire, $38.75 per 
100 Ibs.; No. 9 galvanized wire, $4.45 per 
100 Ibs.; cement coated nails, $3.50 per 100 
Ibs. 

Oilers.—Prices on common zinc oilers 
have declined 25 per cent. These are 
now quoted by jobbers at 35 per cent 
off list. 

Oil Cook Stoves.—The demand for oil 
cook stoves, which has been dull for 
some time, shows a little improvement. 
Prices are unchanged. 

Jobbers quote the Kerogas type of cook 
stove as follows: Two-burner, $12.90; 3- 
burner, $17.45; 4-burner, $21,70. 

Plumbing Supplies.—The demand for 
bath tubs, lavatories, etc., has im- 
proved somewhat, owing to a demand 
resulting from repair work. Prices 
have not been changed for some time. 

Poultry Netting and Wire Cloth.— 
Shipment of poultry netting by the 
manufacturers is rather slow and many 
retailers are complaining because they 
cannot secure deliveries. As a result 
there have been some cancellations and 
some retailers have agreed to take 
shipments from jobbers’ stocks rather 
than to wait for mill shipments. New 
demand for both poultry netting and 
wire clots is quite active. Prices are 
unchanged. 


Jobbers quote as follows: Poultry netting 
45 per cent discount f.o.b. Pittsburgh for 
mill shipment and 40 to 40 and 5 per cent 
discount for shipment from stock for gal- 
vanized weaving black wire cloth, ‘$2.75 
per 100 sq. ft. for shipment from. stock, 
and $2.50 f.0.b. Pittsburgh for mill ship- 
ment; white metal and galvanized wire 
cloth, $3 per 100 sq. ft. for mill shipment 
and 25 for stock shipment; bronze wire 
cloth, $9.25 per 100 sq. ft. 


Roller Skates.—The demand _ for 
roller skates has become quite active. 
Manufacturers say that there will 
probably be no price changes before 
July 1, and possibly not then. 


Jobbers quote Union Hardware Co.'s Nos 
f and 5 roller skates at $2.50 each ‘and No. 
6, $2.65 each. 


Rope.—The rope market is steady 
and prices have shown no recent fluc- 
tuations. 

Jobbers quote best grades manila rope at 
19% ec, per Ib. for shipment from stock; sisal 
rope at M4%ec. per Ib. for shipment from 
mill, and 15 e, per Ib. for shipment from 
stock, 
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Roofing Paper.—The demand for 
roofing paper is fairly active but prices 
are somewhat unsettled. Manufactur- 


ers were unable to hold to the recent 
advance and there has been an aver- 
age decline of approximately 5 per cent 
on both 
roofing. 


smooth and_ slate-surfaced 
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Screws.—The recent price reduction 
has not stimulated to any great ex- 
tent the demand for wood screws. New 
prices are being maintained. 

Jobbers quote: Flat head bright screws, 
75 and 10 per cent off list; round head blued 
or bright screws, 65, 20 and 10 per cent off 
list; flat head japanned, 65 and 10 per cent 
off list; flat head brass, 62% and 10 per 
cent off list. 

Stoves.—Manufacturers of coal and 
wood cooking and heating stoves have 
not yet announced any price changes, 
although reductions are looked for al- 
most any day. With the prevailing 
prices the stove business is virtually 
at a standstill. 

Sporting Goods.—Retail dealers are 
beginning to sell fishing tackle and 
jobbing houses report a moderate move- 
ment in fishing tackle, bicycles and 
baseball and tennis goods. 

Sheets.—Sheet prices quoted by inde- 
pendent mills still show a downward 
tendency and jobbers have again re- 
duced prices. The demand is light. 

Jobbers quote sheets at 5c. for No. 28 
black, 6 to 6.45c. for No. 28 galvanized and 
4c. for No. 10 blue annealed. 

Sleds.—Some orders for sleds for fall 
delivery are still coming in but most 
of the business has been placed. Prices 


are unchanged. 

Retail prices established 
Flyers are as follows: No. 1, 
$5; No. 3, $6.50; No. 4, 7. Retailers are 
allowed \ off from these prices. Prices on 
Lightning Guiders net to retailers are: No. 
19, $14.50 per doz.; No. 20, $16.25 per doz.; 
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MINNEAPOLIS AND ST. PAUL, 
March 17, 1921. 

| ECENT announcements by packers 

and various railroads of reductions 
in wages and apparent disposition by 
employees to fight same has resulted 
in bringing about a feeling of uncer- 
tainty, which is being reflected in busi- 
ness done by hardware jobbers and 
dealers. No decline in business is no- 
ticeable, but improvement is not con- 
tinuing as rapidly as a week or two 
ago. ' 

Dealers and jobbers carrying auto- 
mobile accessories and supplies. will 
find this their best line this spring, 
apparently. Cars are being put in 
shape, and market for new cars is in- 
active. 

Building conditions have improved 
somewhat and will no doubt continue 
to develop. This has increased build- 
ers’ hardware sales. 

Price changes have been few, and, 
with exception of change in bolts, of 
small importance. 


for Flexible 
$4.25; No. 2, 


Builders’ Hardware. — Improved 
building conditions will soon be re- 
flected in builders’ hardware sales. 


Business will not be active until labor 

conditions are more settled. 
Axes.—Sales are and have been very 

light, largely owing to open winter 


cutting down woods operations. Prices 
remain firm. 
We quote from local jobbers’ stocks: 


Single bit, $17.25 per doz., base weights: 
double bit, $22 per doz., base weights. 


Brads.—Jobbers’ stocks are in good 
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No. 21, $18.75 per doz.; No. 22, $21 per doz 
Sled prices are guaranteed for the season. 


Sash Weights.—Jobbers report little 
activity at present in sash weights, 
which are quoted at $51 a ton for ship- 
ment from foundry and $56 per ton 
for shipment from stock. 

Vacuum Cleaners.—Manufacturers of 
electric vacuum cleaners report a fair 
increase in the volume of business and 
the outlook promising. In some plants 
sales for several weeks have been in 
excess of production and manufactur- 
ers will increase their output. 

We quote the Apex vacuum cleaner at 
$52.50 retail price, subject to a discount of 
approximately 30 per cent to dealers, de- 
pending on quantities, and the Royal 
cleaners at $67.50 with attachments and $55 
without attachments, retail prices, and 
$36 and $32 to dealers, dealers’ prices, how- 
ever, depending on quantities. 

Valves and Fittings.—Jobbers are 
looking for a price reduction on malle- 
able cast iron valves and fittings. They 
say that present prices on fittings are 
based on $38 pig iron and that the 
trade should get the benefit of the 
sharp reduction that has been made in 
pig iron prices. 

Wrenches.—A price reduction of 10 
per cent on knife handled wrenches 
has been made by several leading man- 
ufacturers. 

Washing Machines.—The demand for 
electric washing machines, which has 
been dull for some time, is beginning 
to show a slight improvement. 


CITIES 


condition. Sales show slight improve- 
ment. No price changes. 


We quote from local jobbers’ stocks: 


75 per cent from standard lists. 

Bolts.—Sales remain dull due _ to 
manufacturing conditions. As _ pre- 
dicted a few weeks ago, jobbers’ prices 
have declined so as to be more in line 
with new factory prices. 

We quote from local jobbers’ stocks: 
Small carriage bolts, 40-10 per cent: large 
carriage bolts, 45 per cent; small machine 
bolts. 50-10 per cent: large machine bolts, 
50 per cent; stove bolts, 65-5 per cent; 
lag screws, 50-10 per cent. 

Churns.—Sales continue of small 
volume, although showing some im- 
provement. Prices remain as last. 

We quote from local jobbers’ stocks: 
Belle churns at 45 per cent from standard 
lists. 

Eaves Trough Conductor Pipe and 
Elbows.—Sales are showing gradual 
improvement, but are of comparatively 
small volume. Prices remain as last 


quoted. 
We quote from local jobbers’ stocks 
Eaves trough. 28-gage, 5 in.. lap joint. 


single bead, $6.82 per 100 ft.: conductor 
pipe, 28-gage, corrugated. 3-in., $6.93 per 
100 ft.: elbows, 3-in. corrugated, $1.94 
per doz. 


Files.—Demand for files continues to 
be of small volume and a_hand-to- 


mouth character. Price remains as 
last quoted. 
We quote from local jobbers’ stocks: 


Nicholson files, 50-10 per cent from list: 
Riverside, 50-10-5 per cent from list. 


Galvanized Ware.—Jobbers’ stocks 
have been materially reduced. Sales 
are somewhat better. Prices have been 
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advanced on standard tubs and pails 
about 5 per cent. 

We quote from local jobbers’ stocks: 
S.andard No. 1, galvanized tubs, $8 per 
doz.; standard No. 2, $9 per doz.; stand- 
ard No. 3, $10.50 per doz.; heavy galva- 
nized No. 1, $20 per doz.; heavy io. 2, 
21.50 per doz.; heavy No. 3, $24 per doz.; 
standard 10-qt. galvanized pails, $2.80 per 
doz.; standard 12-qt., $3.08 per  doz.; 
standard 14-qt., $3.45 per doz.; standaru 
16-qt. stocks, $5.25 per doz.; standard 18- 
qt. stock, $6.10 per doz, 

Glass and Putty.—Sales are of fair 
volume, with prices remaining firm. 


Price as last. 

We quote from local jobbers’ stocks: 
Single, 76 per cent; double, 78 per cent 
from lists. Putty, $5.15 per cwt. commer- 
cial in bladders. 

Hose.—Sales of hose are very light. 
Jobbers report dealers are not ordering 
supply even though price appears to be 
as low as warranted at present. No 
price change. 

We quote from local jobbers’ stocks’ 
Competition, %-in., 3-ply, 10c. per ft.; 5- 
ply rubber, %-in., 14c, per ft.; %-in. cot- 
ton, 13%c. per ft. 

Ice Cream Freezers.—Business_ in 
this line continues of small volume. 
Prices remain as last quoted. 

We quote from jobbers’ stocks: 4-qt. 
White Mountain, $5.78 each; 8-qt. White 
Mountain, $9.45 each. 

Lawn Mowers.—Dealers should get 
stocks in shape for normal spring busi- 


ness. Price remains firm. 

We quote from local jobbers’ stocks: 
Philadelphia lawn mowers, styles C, E, 
and K, at 25 per cent from list. River- 
side, ball-bearing, at $9.50 each. 

Milk Cans.—Sales are improving 


slightly with opening of spring season. 
Price remains as last. 

We quote from local jobbers’ stocks: 
tailroad milk cans, 5-gal., $3.40 each.; &- 
gal. $4.20 each; 10-gal., $4.45 each. 

Nails.—Jobbers report business im- 
proving and while stocks are good they 
are not excessive. There has been a 
reduction of 10 cents per keg on coated 
nails, 

We quote from local jobbers’ 


Bright wire nails, $4.35 base; 
coated nails, $3.90 base per keg. 


Paper.—Sales are showing some im- 
provement along with general building 
conditions. Prices show no change. 


We quote from local jobbers’ stock, 
f.o.b.: Barrett’s No. 2 tarred felt, $3.40 
ewt.; Barrett’s threaded felt, 500-ft. rolls, 
$1.78 per roll; Slater’s felt, $1.39 per roll. 
No. 20 red rosin, 75c. per roll; No. 25 red 
rosin, 85c. per roll; No. 30 red rosin, $1 
per roll. 


Planters.—Sales continue fair but of 
small volume. Price remains as’ last 
quoted. 


We quote from local jobbers’ stocks: 
Acme potato planters and corn planters, 
$11.25 each. 


Poultry Netting.—Demand is rapidly 
improving for this line and should de- 
velop into good volume. Price remains 
as last. 


We quote from 
Hexagon poultry netting, 
from standard list. 


Rope.—Sales remain of small volume, 
although showing slight improvement. 
Price shows no change. 


We quote from local jobbers’ stocks: 
pure manila rope at 21%c. per Ib. base; 
pure sisal rope at 16%c. per Ib. 


Sandpaper.—Business in this line is 
showing improvement, although no 
large volume has developed. Price re- 
mains firm. 

We quote 


stocks: 
cement- 


local jobbers’ stocks: 
40-10 per cent 


from local jobbers’ stocks: 
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Best grade No. 1 at $7.20 per ream; sec- 
ond grade No. 1 at $6.50 per ream; No. 
1 Garnet paper at $15 per ream. 


Sash Cord.—Demand is only fair and 


is composed of only small orders. 
Prices remain firm. 
We quote from local jobbers’ stocks: 


Silver Lake No. 8 at 65c. per lb.; ordinary 
braided cotton No. 8 at 38c. per Ib. 

Sash Weights.—Demand is dull as 
it is too early in season for sale of 


weights on spring construction. Price 
as last quoted. 
We quote fiom local jobbers’ stocks: 


$3 per cwt. 

Screen Doors and Windows.—Jobbers 
report a fair volume of Spring busi- 
ness and the dealers’ orders are small. 
No price changes. 

We auote from local jobbers’ stocks: 
Common screen doors, 2-7 x 6-8, at }-. 
per doz.; fancy doors, same size, $34.80 per 
doz.; Sherwood adjustable 24-in. window 
screens at $9 per doz.; Wabash extension 
at $7.70 per doz. 

Screws.—There is some improvement 
in sales. Jobbers’ stocks are in good 
condition. Prices show no change. 

We quote from local jobbers’ stocks: 
Flat-head bright screws, 75 per cent; 
round-head blued screws, 70 per cent; flat- 
head japanned screws, 65 per cent; flat- 
head brass screws, 65, per cent; round- 
head brass screws, 62% per cent; iron 
machine screws, 60 per cent; brass ma- 
chine screws, 40 per cent. 

Solder.—Sales continue dull. 
shows no further change. 

We quote from local jobbers’ stocks: Half 
and half solder at 24'4%c. per Ib. 


Price 
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Steel Sheets.—Demand remains ab- 


normally dull with no indication of 
early improvement. Price shows no 
change. 

We quote from local jobbers’ stocks: 


28-ga. black-sheets, $5.85 per cwt.; 28-ga. 
galvanized sheets, $7 per cwt. 

Tacks.—There is a slight improve- 
ment in this item. Stocks are in good 
condition. No change. 

We quote from local jobbers’ stocks: 
American cut, 8-oz., S2c. per doz.; tinned 
carpet, 8-oz., 85c. per doz.; blued carpet, 
8-oz., 76c. per doz.; double pointed, 11-0z., 
39¥%ec. per doz. 

Wheelbarrows.—Demand for wheel- 
barrows continues to improve and job- 
bers are now able to get deliveries. 
Prices remain as last quoted. 

We quote from local jobbers’ stocks: 
Fully bolted wood barrows, $42 per doz.; 
No. 1 tubular steel, $7.50 each; No. 1 wood 
garden barrow, $5.75 each. 

Wire Cloth.—No retail demand as 
yet, but dealers are getting their 
stocks in shape for spring business. 
Price as last quoted. 


We quote from local jobbers’ stocks: 
Black, 12 x 12 mesh at $2.50 per 100 sq. ft. ; 
alumina, 12x 12 mesh at $3 per 100 sq. ft. 

Wire.—Demand is improving as 
spring season opens. A normal demand 
for fence wire is expected. There is 
no change in price. 

We quote from local jobbers’ stocks: 
Barbed wire, painted, cattle, 80-rod spools, 
$3.62; galvanized, $4.28; painted hog wire, 
$3.88; galvanized hog wire, $4.96 per spool. 
Smooth black No. 9, $4.35 per cwt.; gal- 
vanized smooth, No. 9, $5.05 per ewt. 
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Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, March 21. 
HE volume of new business in 
heavy iron and steel seems to be 
growing steadily less, in spite of the 
cuts in prices made about a month ago 
by most of the independent mills, and 
that this is a fact is shown by the 
steadily decreasing operations of the 
blast furnaces and steel mills of the 
Steel Corporation. When the present 
readjustment in the steel trade, and in 
practically all lines of business, started 
last year, the Steel Corporation had a 
large volume of unfilled orders on its 
books, but these are gradually being 
cleaned up, and the Steel Corporation 
finds it necessary to make large reduc- 
tions in operations. The Carnegie Steel 
Co., which is much the largest sub- 
sidiary of the Steel Corporation, blew 
out no less than eight blast furnaces 
last week, and this week will blow out 
at least three more stacks. The last 
report showed that this company was 
operating only 28 out of a total of 59 
blast furnaces, and at the same time 
three of its largest steel plants were 
completely idle for lack of orders. The 
subsidiaries of the Steel Corporation 
are now operating to not more than 50 
per cent of capacity, while the inde- 
pendent steel mills are running to not 
over 25 to 30 per cent. 

In a way, the light operation of the 
independent steel mills and blast fur- 
naces is going to help the situation in 
the long run, as it will prevent any 
accumulation of stocks, so that when 


the turn comes, and it is bound to come 
some time, there will be no heavy 
stocks to work off, either at the mills 
or in the hands of jobbers. The im- 
mense profits made by the steel com- 
panies in the war period have placed 
them in splendid financial shape, and 
they are in position to stand a long 
period of depression without encoun- 
tering financial disaster. This applies 
equally as well to nearly all lines of 
manufacture. 

The leading question before the steel 
trade is what the Steel Corporation is 
going to do in the matter of making 
a general reduction in steel prices. 
Many in the trade interpret the cutting 
down of operations by the Steel Cor- 
poration to mean that in the very near 
future the Steel Corporation will make 
a radical cut in prices of steel to em- 
brace both raw and finished material, 
but if the Corporation has such action 
in mind, absolutely nothing about it 
has been given out to the trade. If it 
should make a general and heavy cut 
in steel prices, it would of course have 
to be followed at once by all the inde- 
pendent mills, and it would further 
mean that there would have to be a 
complete readjustment in prices to a 
lower basis on practically all products 
made from steel, and these would in- 
clude most of the goods handled by the 
jobbing and retail hardware trades. 
This shows the great importance to the 
whole trade of the policy of the Steel 
Corporation as to prices. 

The outlook for the hardware trade 
for the near future is regarded by job- 
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bers and retailers as fairly good. Ship- 
ments of spring goods by the makers 
have been prompt, covering orders 
placed some time ago, but as a rule, 
orders placed by the trade with the 
manufacturers have been mostly for 
small lots to meet current demand, job- 
bers and retailers both feeling that the 
readjustment in prices on hardware has 
not been fully accomplished, and that 
further declines in prices on some 
goods are likely. Three of the leading 
hardware dealers here say that the 
volume of business so far this year has 
been only slightly less than in the same 
period last year. One advantage this 
year over last year is that goods are 
being delivered quite promptly, and 
this allows dealers to place orders for 
goods largely as they need them, thus 
doing away with the necessity of carry- 
ing heavy stocks. 

Hardware dealers are giving more 
and more attention to carrying auto- 
mobile, electrical and other accessories, 
and they find these goods quite profit- 
able. In the country or small town dis- 
tricts that do not boast of electrical 
stores, there is a good chance for wide 
awake dealers to lay in these goods, 
and build up a good trade on them. 
They permit of good display, and when 
properly presented to the average 
housewife that wants to be up to date 
in the furnishings of her home with 
often result in sales, and the profits on 
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such goods are always satisfactory. 
There is still some complaint among 
jobbers and retailers over slow collec- 
tions, and credit lines are being drawn 
tighter than for some time. Traveling 
men say there is a good deal of opti- 
mism among the country trade, and 
that the average country dealer is more 
apt to buy goods than the city dealer. 
There has just been a heavy reduction 
in prices on agricultural implements by 
the International Harvester Co., and 
the farmer will now be able to buy 
farming implements much lower than 
a year ago. Farm labor is also more 
plentiful than last year. 
Automobiles.—The general opinion is 
that more pleasure cars will be oper- 
ated this year than in 1920, but not so 
many new cars will be bought as last 
year. It is figured out that there should 
be further reductions in prices of cars, 
and until these are made many owners 
of pleasure cars will have the old car 
painted up and gone over, and will 
make it do for this year. Another 
thing is that some of the builders of 
higher priced cars that buy their steel 
from the subsidiaries of the Steel Cor- 
poration, say that they are waiting to 
see what the Steel Corporation is go- 
ing to do in the way of of reducing 
prices on steel before they make any 
lower prices on their cars. Reports 
are current of heavy reductions in 
prices on some of the standard makes 
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of cars to come about July 1, but there 
is nothing authentic on this. If the 
Steel Corporation makes material re- 
ductions in prices of steel, then the 
trade may look for lower prices on the 
higher grades of pleasure cars. In the 
meantime, most of the automobile 
plants are running light, and have not 
many orders for cars ahead of them. 

Automobile Accessories.—The fine 
weather of the past two weeks or more 
has helped the demand for some kinds 
of accessories, but it is not as good as 
at this time last year. Prices are fairly 
steady, and while there may be some 
reductions on a few accessories of the 
cheaper kinds, dealers do not look for 
any marked reductions over the rest of 
this year. 

Bolts and Nuts.—Makers and jobbers 
report the new demand as very quiet, 
buyers placing orders only for small 
lots to cover current needs. Prices are 
unsteady, and some cutting is being 
done. None of the makers is running to 
more than 50 per cent, and some at a 
less rate. Stove bolts have gone off 
from 10 to 15 per cent. Discounts on 
small lots are as follows: 


Common carriage bolts, all sizes, are 
quoted at 40 per cent. Machine bolts, all 
sizes, take a discount of 45 per cent. Coach 
bolts also take 45 per cent. 

Stove bolts, 70 per cent. Common tire 
bolts, 50 per cent. Sink bolts, 70 per cent. 

Hexagon machine screws, auts, iron, 20 
per cent. Brass, 4/32 to 8/32 in., 50 and 10 
per cent; 10/32 to 12/32 in., 40 per cent; 





Current Metal Prices—March 21, 1921 


[Iron and Soft Steel Bars 
and Shapes 


Bow Annealed—Black 


Tin Plates 





Bars: Per lb. 
Refined Iron, base price. ..3.58¢ 
Swedish Bars, base price. .15.00¢ 

Soft Steel: 


% to 1% in. round, and 


square - . .3.58¢ 


Rode—% and 11/16....8.53@5.45¢ 
Bands, 1% to 6 x 3/16 to 

No. 8 (base price). .4.28@4.33¢ 
Hoops (base price)....4.33@4.53¢ 
Beams and Channels, Angles 

and Tees: 


8 in. x \% in. and larger, 
base 

Channels, Angles and Tees 
under 3 in, x % in......3.58 


Merchant Steel 


Per Ib. 

Tire, 1% x % in. and larger.3.65¢ 
Smooth finish, 1 x 2% 

x % In. and larger........ 8.85¢ 
Toe calk % x % in. and 

EE cncccscbsvvsesseees 4.25¢ 
Oold-rolled strip (soft 

and quarter hard) .10.00@10.50¢ 

Open-hearth spring stee 


1 
4.70@8.00¢ 
Shafting and Screw Stock: 
Pra 5.50¢ 
Squares, flate and 
le 606000600004 snsse0eed 6.00¢ 


Tank Plate—Steel 
Per Ib. 


% in. and heavier. ....3.88@3.93¢ 
Sheets 
Blue Annealed 
. 450@4.7 


Soft Steel 


Cc. R., Wood's 
One Pass, Refined 


Per Ib. Per lb. 
Nod, 18 and 90....; 30¢ 5.634 
Nos. 22 and 3f 5.68¢ 
me. 26.. ¢ 5.TRe 
No. 28 ¢ 5.83¢ 
No. 30 5.75¢ 6.08¢ 
No. 28, 36 in. wide, 10¢ 

higher 


Galvanized Per Ib. 
No. . .5,00@6.23¢ 
: . .5.25@6.48¢ 
and 20.......5.40@6.63¢ 
and 24.......5.55@6.78¢ 
5.70@6.93¢ 
5.85@7.08¢ 
00 @T.23¢ 
Toe eK eT 6.50@7.73¢ 
36 in wide, 20¢ higher. 
Steel Wire 
Base Price* on No. 9 gage and 
coarser : Per Ib. 
Bright Basic 
Annealed Soft 
Galvanized Annealed 
Copper Basic 
Tinned Soft Bessemer 


Brags Sheet, Rod, Tube and 
Wire 


High Brass Sheet.....18 @21¢ 
High Brass Wire..... 194% @21% 

Brass Rod 20%¢ 
Brass Tube, Brazed. ..3: @35%¢ 
Krass Tube, Seamless Wy @23%¢ 
Copper Tube, Seamless.22 4 @24%¢ 


Copper Sheets 


Sheet Copper, hot rolled 24 oz. 
21% @ 22 per Ib. base, 
Cold rolled, 14 os. and heavier, 
2¢ per Ib. advance over hot rolled. 


“Regular extras for lighter gages. 


Bright Tin 


Grade Grade 


Babbitt Metal 
Best grade, per Ib........++..80¢ 
Commercial grade, per Ib.....40¢ 


“AAA ‘ar? 


Charcoal Charcoal 


Antimony 


14x20 14x20 aaistie 6%@7¢ 


$12 00 
13.75 


Coke—14 @ 20 
Primes 
$ 7.80 


90 Ib. 
100 Ib. 
IC 

IX 
IXX 
IXXX 
IXXXX 


$10.75 
12.25 
13.75 
15.08 
16.25 


Aluminom 
No. 1 aluminum (guaranteed 
over 99 per cent pure), in 
ingots for remelting, per 
DD. cess escenerveseasiee 82@35¢ 


Old Metals 
The market is generally lower 
7.65 and very little business is being 
7.75 put through. Dealers buying prices 
7.90 are nominally as follows: , 

‘ents 

8.90 “eg 
9.90 : . 

Copper, heavy and crucible... .$9.7% 
10.90 é ‘ 

Copper, heavy and wire 
11.90 ss : 
Copper, light and bottoms.... 7.75 


Wasters 
$ 7.55 


Terne Plates Brass, heavy 
8-lb. Coating 14 2 20 Brass, light 


Straight pig 
Bar 


BS OE a oe ieee 
Electrolytic 
Casting 


ere ee 15¢ 


Heavy machine composition.. 
No. 1 yellow brass turnings. 


No. 1 red brass or composti- 
tion turnings 


Lead, heavy 
Lead, tea 


Welded Pipe 
Standard—Steel 


Spelter and Sheet Zinc 


Western spelter 


Sheet zinc, No. 9 base, casks, 
12 open 


Lead and Solder 


American pig lead 
Bar lead 


2% 


Solder 1% and % guaranteed. .23¢ 


ee eee 
Refined solder 


cee 21%¢ 
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Lock washers, 40 per 


9/16 aad 
larger, 
45 per 


14/32 in., 30 per cent. 
cent, 

Semi-finished 
smaller, 50 and 
390 and 10 per 
cent. 

Toggle bolts, 
cent. 

Iron rivets, 35 and 5 per cent; copper 
rivets, 50 and 5 per cent; black tinners’ 
rivets, 35 and 5 on new list; tin tinners’ 
rivets, use black list plus $7.25 per 100 lb. 

Copper Products.—Not much new 
business in these goods, and prices are 
soft. The four plants in this country 
that make goods on which copper is 
the base are operating only about 
three days per week, and some at a less 
rate. We quote: 

Quantity prices, mill lots: 

Copper wire rods, black tet... .14.00—14.50c 
Copper wire, net 5.7 
Copper sheets 

Copper in rolls 

Copper bottoms 

Copper rods, round 

Copper rods, square and rectangular 20.25c 

Cc. G. Hussey & Co. quote copper con- 
ductor pipe to the large trade at 40 and 10 
and 5 off list; elbows and shoes, 10 per cent 
off list; copper nails, base, 27 cents per Ib., 
with usual extras, and copper boiler tube 
ferrules, 60 per cent off list. 

Chisels.—Prices on some lines of 
carpenters’ chisels have been reduced 
10 per cent, and on other lines no 
change has been made. The demand is 
quiet. 

Axes.—The new demand is dull, and 
this is also true of the South, that sec- 
tion furnishing a good part of the trade 
in axes, but building operations and 
the lumber trade in the South are re- 
ported to be very quiet. Southern job- 
bers are not buying, but for some time 
have been exchanging stocks with each 
other. Jobbers quote single bitted, 
first quality axes at $16 per dozen, and 


hexagon nuts, 
10 per cent; % and 
cent. Lag screws, 


steel, bright finish, 50 per 


Arst quality, double bitted, $22.50 per 


dozen. 

Field Fence.—Jobbers report that 
new demand for this material is better, 
the farmers placing considerable or- 
ders, and inquiry is fairly heavy. Deal- 
ers have not been buying heavily for 
some time, but figure their stocks are 
large enough to take care of the de- 
mand. Prices are considerably lower 
than last year. 

Farming Implements. — The an- 
nouncement made the other day by the 
International Harvester Co. of a ma- 
terial cut in prices of agricultural im- 
plements will no doubt result in a good 
deal of new business. The farmer re- 
alizes that modern tools for running his 
farm are an economy in the end, and 
if the prices are what he thinks as 
about right he is usually a good buyer. 
Farming tools are said to be moving 
out in fair volume. 


Galvanized Ware.—Following the re- 
cent reduction in nearly all grades of 
galvanized ware, and noted in our re- 
port of last week, local jobbers have 
revised their prices to the small trade, 
and prices now are much lower than for 
several years. The main reason for the 
great decline in galvanized ware is the 
low price for galvanized sheets now 
being quoted by nearly all the mills. 
Prices to the retail trade in small lots 
are about as follows: 


Galvanized pails, 10-qt., $2.95 per doz.; 
12-qt., $3.25 per doz.; 14-qt., $3.60 per doz.; 
16-qt., $4.40 per doz.; Galvanized tubs, No. 
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0, $6.75 per doz.; No. 1, $8.30 per doz.; No. 
2, $9.35 per doz.; No. 3, $10.85 per doz. 

Iron and Steel Bars.—There is no 
betterment in the demand for either 
iron or steel bars, and one large mill 
in this city that rolls high grade bars 
for railroads and other uses is entirely 
closed for lack of orders. Independent 
mills are quoting soft steel bars at 2c. 
at mill or less, in large lots, and prices 
from warehouse are also lower. Buy- 
ers are placing orders only for small 
lots to meet current needs. 

We quote from warehouses: Steel bars, 
2.75c. per lb. for the base sizes, with the 
usual mill differentials for other sizes; 
shafting, rounds, 4.25c. to 4.50c.; squares, 
flats and hexagons, 5c. to 5.25c.; iron bars, 
3.50c. per lb. base. 

Mechanics’ Tools.—Dull conditions in 
the building trades all over the country 
are seriously retarding the new demand 
for mechanics’ tools, which is very 
quiet. Prices are fairly steady and un- 
changed. 

Paints and Supplies.—The “Save the 
Surface” campaign which has been un- 
der way all over the country for some 
months is now starting to bear fruit, 
local dealers reporting that the new de- 
mand for paints and painters’ supplies 
is better than for a long time. Prices 
on most grades of paints and supplies 
are lower. Standard grades of ready 
mixed paints are now sold at $4.25 per 
gal., a reduction of 25 cents; linseed oil 
is 78c. per gal. in barrels, a reduction 
of 2c. per gal.; turpentine is 7lc. per 
gal., a reduction of 2c., and white lead 
is $13 per 100 lb. There has been no 
change in prices on painters’ brushes 
and none is expected for some time. 
Stucco 4-in. brushes are sold at about 
$4 each at retail. Putty is sold at $1.25 
for 12% lb. and $2.25 for 25 lb. Sand- 
paper is sold at 30 and 10 off list. Shel- 
lac is lower in price. Cheaper grades 
are sold at $3.10 per gal., medium 
grades at $3.50 and high grades at 
$3.75 per gallon. 

Saws.—High grade cross cut saws 
such as Crescent, Vim and others have 
been reduced about 10 per cent. 

Ship Augers.—Prices on all makes 
have been reduced 10 per cent, and the 
demand is quiet. 


Thermometérs.—Prices on all stand- 
ard makes have lately been revised to 
a lower basis, this showing reductions 
on some lines of 10 to 12% per cent. 
Demand is quiet. 

Toys.—Prices on all kinds of toys 
are unsteady, and are generally lower. 
Competition from German makers on 
some lines is severe, necessitating lower 
prices, The Oretech Co. of this city, 
maker of four standard lines of toys, 
has made a horizontal cut of 30 per 
cent in its prices. These toys sold last 
year by the retail trade at $1.50 each, 
but this year are selling at $1 each. 
Jobbers furnish the four standard lines 
of toys of this company to the trade at 
$8.50 per dozen. 

Wire Products.—Prices generally are 
weak, and the demand for all kinds of 
wire products is quiet and prices are 
none too strong. The exception to this 
is netting wire which is scarce, and 
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prices are firm. Netting wire, galva- 
nized after weaving, is quoted by job- 
bers at 45 per cent off list, and netting 
wire, galvanized before weaving, at 50 
per cent off list. 

Window Glass.—Prices on plate and 
clear window glass are none too strong, 
and are expected to be lower in the 
near future. Plate glass is quoted by 
jobbers at 80 per cent off, window 
glass, singe strength, A and B, 76 per 
cent off; double strength, A, 78 per cent 
off; B, 80 per cent off. The demand is 
reported by jobbers as quiet. 

Screen Doors and Windows.—The 
trade looks for a good season in these 
goods this year and which is about 
ready to open. While not as many new 
doors or windows may be bought this 
year as last, the consumption of wire 
cloth is likely to be heavy, as many 
users will likely rescreen their doors 
and windows owing to the high cost of 
labor for doing this work. 

Butcher Knives.— The statement 
made in the Pittsburgh report in 
“Hardware Age” issue of March 10, 
that prices on the Wiison line of Eng- 
lish butcher knives had been reduced 
124% per cent, was a_ typographical 
error. The reduction made was 10 per 
cent. 


Cincinnati Paint Market 
Office of HARDWARE AGE, 
604 Mercantile Library Building, 
Cincinnati, March 19, 1921. 

The local paint market, from the 
dealers’ standpoint, is very brisk. 
Sales are running well ahead of last 
year, and retailers stocks are being de- 
pleted. The boom has not yet been 
noticed to a big extent by paint job- 
bers, although within the past two 
weeks they have taken quite a number 
of orders for small amounts. Accord- 
ing to manufacturers and _ jobbers, 
prices are now pretty well stabilized in 
the paint industry, and with the excep- 
tion of oils, such as linseed and tur- 
pentine, there will not be any reduc- 
tions in prices before July 1 at the ear- 
liest. While prices on linseed and tur- 
pentine are inclined to fluctuate radi- 
cally, jobbers are of the opinion that 
advances instead of reductions will be 
seen shortly. Much of the stock now 
on hand was purchased at much higher 
prices than prevail to-day, and while 
jobbers are not hesitating to take their 
losses, they naturally are not actively 
pushing sales, as they are confident 
that conditions will eventually right 
themselves, and they will be in a posi- 
tion to dispose of their stocks on hand 
at something better than what might 
to-day be called ruinous prices. 

Brushes.—Business has been good 
during the past fortnight. Many peo- 
ple are taking advantage of the oppor- 
tunity afforded by siack time prevail- 
ing in industry generally to put their 
properties in good condition. Prices 
show no change and jobbers continue 
to quote: 

Paint brushes, black Chinese bristles red 


polished handles, nickel bound, 2% in., $5.15 
per doz.; 3 in., $6.75 per doz.; 2% in., $9.00 
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per doz.; 4 in., $13.00 per doz.; 4% in., $17.50 
per doz. 

Varnish brushes, chiseled, black Chinese 
bristles, natural polished handles, nickel 
bound, 1 in., $1.85 per doz.; 1% in., $2.50 
per doz.; 2 in., $3.00 per doz.; 2% in., $4.00 
per doz.; 3 in., $5.25 per doz, 

Lead.—Sales have been good. Prices 
are unchanged, and are not expected 
to be lower until after July 1 at the 
earliest. 

Jobberg quote: White and red lead, in 
100-300 lb. kegs, to city trade, 13c. lb.; to 


country trade 13\%c. lb. Lots of 5v0 Ibs. or 
over take an additional 10 per cent discount. 


Linseed Oil.—Sales of linseed oil dur- 
ing the fortnight have been extremely 
satisfactory. The market is, accord- 
ing to jobbers, firming up considerably. 
Prices, however, while inclined to fluc- 
tuate, are the same to-day as_ they 
were two weeks ago. 

Jobbers quote linseed oil, in single barrels, 
at 75c. per gallon. The carload price is 73c. 
a gallon. 

Mixed Paints.—Sales of ready mixed 
paints are reported very brisk by deal- 
ers, and jobbers are commencing to 
feel the effects of the movement. 
Dealers’ stocks are at a low point, and 
will have to be replenished when the 
usual spring rush commences. Prices 
are firm. 

Jobbers quote the best grades of mixed 
house paints at $3 to $3.50 per gallon, me- 
dium grades, floor paints, at $2.75 to $2.90; 
best grades of floor varnishes, in regular 
shades, are quoted at $3.80 per gallon. 

Putty.—Prices have not changed much in 
recent months, and jobbers are still quot- 
ing Commercial putty, in 1 lb. cans, 77c. 
per doz.; in 25 lb. cans, 544, c. per Ib.; in 100 
Ib. kits, 5c. per Ib. 

Turpentine.—The demand for tur- 
pentine is picking up slowly. Stocks 
are large, and prices are ‘inclined to 
fluctuate. Jobbers profess to believe 
that the low point has been reached, 
however, and are confident that within 
a few weeks prices will be much higher. 
The low point reached during the week 
was 64c, per gallon, in single barrels. 


Boston Paint Market 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, March 19, 1921. 

Local paint market conditions are 
unsettled. Some of the largest dis- 
tributors say business is flat, while 
others are enjoying a rush of trade. 
More houses report practically nothing 
doing than otherwise. It is certain the 
anticipated spring buying movement in 
mixed paints is disappointing. The 
paint trade generally attributes this 
fact to the local building trades strike 
which has had at least a sentimental 
influence in many directions. Many 
people are of the opinion union wages 
are too high, the unwillingness of em- 
ployees to accept their portion of the 
readjustment of values possibly having 
something to do with this wave of pub- 
lic sentiment. Naturally painting con- 
tracts are coming in slow, according 
to the master painters, and the outlook 
is not bright, for indications are that 
much needed work will be put off until 
late spring, summer or _ indefinitely. 
Mixed paint prices have been guaran- 
teed until June 1 by the leading manu- 
facturers, but general local market con- 
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ditions are such it would not take much 
to upset future price plans. 

Nothing of special interest has de- 
veloped in the brush market since last 
reports. Prices continue high and buy- 
ing in a wholesale, retail and consump- 
tive way is of a hand-to-mouth charac- 
ter. There is hardly enough doing in 
a majority of mixed colors to consti- 
tute a market and prices to a certain 
extent are nominal. Glue is sold from 
day to day but in limited quantities and 
at previously quoted prices. There is, 
perhaps, slightly more doing in lead, 
but the market is by no means active. 
Prices are unchanged, having been 
guaranteed to July 1. On the present 
basis, 12% lb. kegs of lead cost $1.69 
each; 25 lb. kegs, $3.82; and 50 Ib. 
kegs, $6.63. 

Oils, Ete.—The general tendency of 
prices for oils, ete., is still down- 
ward. Linseed oil is 2c. a gallon lower 
than last quoted, and turpentine 3c. 
Lard oil has declined 35c. a gallon re- 
cently, neatsfoot 40c., denatured alcohol 
7c., wood alcohol 45c., and gasoline and 
benzine 3c. each. 


Local jobbers’ prices on oils, ete., per 
gallon, follow: 


Oils Alcohol, ete. 
SE a pha ee $1.39 Denatured ..... $0.62 
Cylinder ....... . fe i. Seereerreee 
Pe ee ee 1.15 Gasoline 33- 
PO. eee .94 Benzine oe Oboe 
Neatsfoot ...... 1.25 Turpentine ..... 86 


Shellac_—Further weakness in shel- 
lac gums is noted. The lower prices 
are not due to any material increase in 
offerings of gums on our markets, but 
rather to the limited buying power. 
Wholesale concerns prefer to buy a 
very few cases at a time, thereby elimin- 
ating possibilities of being caught with 
much high-priced stock on hand. Con- 
sumers are still of the opinion, as a 
general rule, that prices are unreason- 
ably high. With these two sources of 
buying largely eliminated, the gum 
market has every indication of going 
still lower. 

We quote from jobbers’ stocks: Shellac 
gums, light orange, 90c. per lb.; ordinary 
orange, 70c.; white bleached, S80c. 

Sundries.—Oxalic acid is be. per lb. 
lower, but quotations on other sundries 
show little if any change. Considerable 
local interest is manifest in Washing- 
ton, dispatches stating the Federal 
Trade Commission has ordered a num- 
ber of firms engaged in packing and 
selling sponges to refrain from increas- 
ing the weight of sponges by soaking 
them in solutions of salt, epsom salts, 
glycerine, glucose, sugar and other sub- 
stances. The practice of “loading” 
sponges is reported here as common 
in Florida where most of the sponges 
come from. The ruling of the Federal 
Trade Commission is not clearly con- 
strued here, or is it believed capable of 
holding water inasmuch as it allows 
the sale of loaded sponges within a 
State under certain conditions. It is 
evident to the local paint trade, how- 
ever, that if the public demands un- 
loaded sponges, they must expect to 
pay more for them, Local jobbing 
prices on sundries follow: 

Putty (best), in 125-lb. drums, Se. per 


Ib.; commercial putty (in drums), 6e.; paint 
removers, $2.50 list; oxalic acid, 30c. per Ib 
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Washington Letter 

(Continued from page 68) 
ent price of fat cattle and of hogs is 
trom 20 to 25 per cent above the pre- 
war normal, if we take Chicago prices, 
but on the tarm the prices ot both 
cattle and hogs are down to pre-war 
normal. 

“In other words, while the farmer 
is selling the taings he produces at 
prices no higher and, for great surplus 
crops, lower than the pre-war normal, 
he must buy practically everything he 
needs at prices from 50 to 150 per cent 
above the pre-war normal. The severe 
agricultural depression is inevitable as 
long as such a condition exists, ana 
this depression will certainly be com- 
municated to industry and _ business 
generally. : 

“It is a situation which should chal- 
lenge the very best thought of the en- 
tire nation. If it continues, the trouble 
will be communicated to everyone. We 
are brothers, one of another. Anything 
which hurts the farmer will very soon 
be communicated to all of our citizens. 


What Hurts Farmer Hurts All 


“The farmers represent probably 35 
to 40 per cent of the population. Any- 
thing which seriously hurts their buy- 
ing power will bring trouble to the 
people who make or deal in the things 
the farmer buys. 

“Now, as to this present situation, 
surely the duty of the Department of 
Agriculture is evident. We should do 
everything possible to find an outlet 
for this great food surplus. We should 
search for ways to produce more 
cheaply. 

“Our scientific men should try to 
find new uses for our surplus crops. 
We should help develop more efficient 
marketing systems, straightening 
curves and lowering the grades between 
the producer and the consumer. It 
is a time for every man who can help 
to take hold. 

“As in the days when we dragged 
our fire engines by hand to the scene 
of the fire and every good citizen 
rushed out and took hold of the long 
rope and did his bit, so must we do 
now. Every good citizen, no matter 
in what business he may be engaged, 
should do what he can to help the 
farmers through this period of depres- 
sion, not for the sake of helping the 
farmer alone, but for the sake of help- 
ing himself.” 

That sort of talk certainly ought to 
make a hit with the farmers. It will 
probably go a long ways toward in- 
ducing Congress to make liberal ap- 
propriations for the Department of 
Agriculture under the new secretary’s 
direction. 


George Emery Richards, who for 
fifty-three consecutive years was em- 
ployed by the Snell Mfg. Co., Fiskdale, 
Mass., bits, etc., is dead. He was aged 
75 years, and up to six months ago 
when he was obliged to relinquish his 
duties owing to poor health, he was 
master mechanic. 
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Keeping the Hinge Counter Busy 


a. Advertising in 1921 will 
continue to direct the thoughts of The 
Saturday Evening Post and The Literary 
Digest readers toward the importance of all 
hinges and the particular advantages of those 
stamped with the name McKinney. 


In addition, the McKinney message will go 
to readers of System—read by executives and 
business men who influence and authorize pur- 
chases. You will find the McKinney adver- 
tisement in every issue of this + magazine, 
opposite the feature business editorial. 


Another extensive campaign is being con- 
ducted to interest Architects and Builders. 
Full page advertisements appear in each 
issue of the leading Architectura] and Build- 
ing publications. The big hinge buyers are 
being impressed with the McKinney standard. 


For dealers there is a series of general 
hardware newspaper advertisements. You 
are also urged to display McKinney colored 
counter cards and to use McKinney direct-by- 


mail literature. This advertising material 
will be forwarded upon request. 
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Also manufacturers of garage 
and farm building door-hard- 
ware, furniture hardware and 
McKinney One - Man Trucks. 
These McKinney One-Man 
Trucks eliminate the need of 
extra helpers and cut trucking 
costs in half. 


MCKINNEY 


Hinges and Butts 


McKinney MANUFACTURING Co., Pittsburgh. Western Office, State-Lake Bldg., Chicago. Export Representation. 
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Metal Fence Posts 


Think for a moment of a nail and 
screw; one easy to drive in and the 
other exceedingly hard to pull out—and 
you have a pretty good idea of the ad- 
vantages of using S & T metal fence 
posts. They are made by the Stevens 
Metal Products Co., Niles, Ohio. 

The accompanying illustration shows 
clearly the method of attaching fence 
wire across these posts. At the bottom 
of the picture is shown a cross section 
of the post. These posts may be driven 
into the ground with a mallet or may 
be anchored in cement. Either way is 
said to give the maximum of fence ef- 
ficiency. These posts are so built that 
they may be painted at will. Should 


























An 8S & T Metal Fence Post 


the owner wish to change from plain 
wire to the barbed variety there would 
be no ripping or tugging. The pinched 
lugs all the way down to the ground 
give a permanent lock to each strand 
of wire. 


Placed on the Market by Hardware Manufacturers 


S & T posts are thoroughly gal- 
vanized and will withstand the on- 
slaught of the elements a long time. 
Ornamental post ends may be obtained 
from the manufacturer, who also makes 
a driving cap that may be used indefi- 
nitely for sinking the posts into the 
ground, for it is not necessary to dig 
post holes for these posts. 


Sturdy Juvenile Vehicle 
A sturdy hand-propelled hand car is 
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Western Eagle Play! Car 


offered the trade by the Western Eagle 
Mfg. Co., Racine, Wis. 


It is built of wood and steel. The 
wood parts are made from seasoned 
birch 13-16 of an inch in thickness, 


strong enough to withstand the rough 
usage that a healthy boy naturally 
gives any plaything. The metal parts 
are made from high grade cold rolled 
steel. Motion is secured by working 
the hand lever back and forth—a very 
fine exercise for children, as it develops 
the chest muscles and the back. It is 
said to be a health builder for all parts 
of the body because of the: full body 
swing. This method of locomotion saves 
shoe leather, as it eliminates scuffing 
of the shoes, as is necessary on play 
cars of certain types. 

As a further attraction to the child, 
the Western Eagle Play Car is colored 
carefully and in a pleasing manner. It 
is possible to make real speed with this 
vehicle, which is in itself a talking point 
among children. 


Improved Check Valve 


The Paul Type A check valve is a 
product of improved design made by 
the Fort Wayne Engineering & Mfg. 
Co., Fort Wayne, Ind. It is a cold water 
check valve and can be used wherever 
an ordinary check valve is used for 
pressures up to 100 pounds per square 
inch. 

It is said that because of the pure 
rubber ring valve it cannot be used for 
very hot water or for oil. It can be 
used in suction lines where the vertical 
lift is moderate. 

The Paul check valve is well con- 
structed and guaranteed by the manu- 
facturer to be tight and noiseless in 
steady use. There is no slip of water 
for the valve is seated before the re- 
verse action of the water takes place. 
It is very simple in construction, hav- 
ing but two metal parts and the rubber 
ring valve. The rubber part is renew- 
able and easy to replace. The working 

















Working Positions and Con- 
struction of Paul Valve 


Five 


part is well protected and cannot be 
injured. 

Because of its construction it can be 
used in five different working positions. 
as is clearly shown in the upper part 
of the accompanying illustration. 


Reading matter continued on page 88 
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fo Cc 


S€idztite, 


Sets to afford clear 
openings up to 
thirty feet wide— 
I combinations three 
to ten doors for one 
DooR-Way. Three 
sizes hardware. 


UNO 
ONNE 


A three door outfit 
adapted to three, 
four, five and six 
door openings. 
Slides on round, 
curved track inside 
garage. 














SyloSyie, 


An _ exceptionally 
light running, right 
angle door hard- 
Ware adapted to 
any size opening. 


<Q DS 


Operates on curved 
track around corner 
and inside garage 
-requires 10-inch 
space between 


openings and side 
wall. 














build door hardware for any ga- 


rage door. Whatever the require- 
ments of space for opening or 
width of opening there is a Rich- 
ards-Wilcox combination—and a 
specially adapted construction. 


Are you ready to meet the demands 
for door hardware which will come 


AURORA. ILLINOIS.U.S.A. 


as a direct result of spring build- 
ing? 


Unless you are carrying a full line 
of R-W garage door hangers the 
cream of the trade will go else- 
where. 


Send for general catalog O. A. 16 
or for special catalog on garage 
door hardware—U. A. 22. 


a 


BOSTON 
w YORK 
APOLIS 


cisco 
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Self Adjusting Wrench 

The chauffeur’s universal wrench, a 
very handy tool for auto drivers, is 
made by the Goodell-Pratt Co., Green- 
field, Mass. 

It got its name because it is self- 
adjusting for any size square or hexa- 
gon nut up to % inch, and will hold 
round rods from 3-16 inch to % inch in 
diameter. The jaws are opened by 
pressing the trigger and automatically 
closed by means of a spring. By sim- 
ply pressing the trigger and swinging 
the handle a new grip can be exerted 
without removing and replacing the 
wrench. It is said to secure a firm grip 
on any size piece within its capacity. 

The entire tool is strongly made of 
steel with hardened jaws. The handle 
is shaped to give a good grip. The 
length over all is 7 inches and its net 
weight is 8 ounces. 

The chauffeur’s universal wrench is a 
tool that would be a good addition to 
every motorist’s tool kit, as it may be 
used when other types would not do. 
Its simplicity of operation is another 
feature worth considering. 

















Goodell-Pratt Chauffeur Universal Wrench 


Two New Motoring Aids 


The Corcoran-Victor Co., Cincinnati, 
Ohio, has placed on the market two 
accessory products. One a tool box for 
Ford cars exclusively and the other 
a curtain holder for Ford, Chevrolet 
and Overland cars. 

The new tool box for Fords is made 
of black japanned metal and attaches 
io the heel board of the front seat, 
behind the driver’s feet. It places 
tools within easy reach and saves the 
time and inconvenience of yanking out 
cushions and searching through a mess 
of tangled tools. There is an inside 
space for the larger tools, a pocket 
for carrying spare tubes, and two 
special shelves for smaller tools. The 
door, which swings downward, can be 
locked if desired. Two screws and a 


MOTOR 


wt Ss ee 














few minutes time are all that are re- 
quired for installing. 
The convenient curtain holder at- 

















Ford Tool Box 


taches to the heel board of the rear 
seat. It holds curtains in two neat 
rolls. Either roll can be removed 
without disturbing the other. It is un- 

















Victor Curtain Holder 


necessary to disturb passengers to get 
at curtains or get out of the car when 
sudden rains make curtains necessary 
—quick! Curtains are saved from 
wear and tear and are always at hand. 


Heavy Duty Car Jack 
The Hovey jack is built for heavy 
duty by J. H. Whetstone & Co., Lapeer, 
Mich. It is also a very fast operating 
piece of equipment that will greatly 








— 








Hovey Jack No. 3 


aid in speeding up repair work that 

requires a strong and durable jack. 
The principal of operation is very 

simple. To raise the car the movable 


head is kicked up to the desired height 
Reading matter continued on page 90 


88 


and the jack is rolled under the car 
and the handle pushed down. To 
lower the car the handle is pushed up. 
The handle is designed so that it clears 
the floor at the extreme end sufficient 
to allow the operator plenty of hand 
room for proper leverage. The lock- 
ing mechanism is of an improved type 
and it is said that there is absolutely 
no danger of slipping or of the handle 
coming down unexpectedly. 

The wheels are of 6 inch malleable 
steel. All working parts of the jack 
are of steel. It is possible to adjust 
the jack to pick up a load as low as 
three inches from the ground. 


Rear Seat Wind Protection 


The Gemco Manufacturing Company, 
Milwaukee, Wis., have placed on the 
market a device for rear seat wind pro- 
tection called Tonn-O-Wings. 

These wings are said to be different 
from others that are marketed today. 
Instead of attaching to the rear of the 
front seat, they are fastened to the 
top rest on either side of the tonneau. 
They are so designed that a 12 inch 
wing of plate glass can be adjusted 
to any position desired by the occu- 
pants. In this way complete protection 

















Gemco Tonn-O-Wings 


from the discomforts usually found in 
driving is afforded but, nevertheless, a 
conversation can be easily carried on 
between those in the front and those 
in the rear seat. 

One of the biggest features of Tonn- 
O-Wings is the fact that they can be 
quickly and easily attached without 
changing or damaging the car in any 
way. This advantage makes them very 
popular with the dealers and jobbers 
as their profits are not eaten up by 
an excessive amount of time used in 
installing. 

Tonn-O-Wings are 
sizes, 


made in fou 
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The man who buys one Empire 
ends up with Empires all around 


WHEN a man buysa car he has little if 
any choice about the tires on it. His 
first real selection comes after the first blow- 
out. Strikingly enough, his usual tendency is 
not to replace with the make that was on the 
car originally, but to try another make. 


And so with other replacements, until there 
are three or four different makes of tires on 
the car. 


Unless he has tried Empires. 


For it is a fact that the man who has tried 
one Empire usually fixes upon Empires as 
standard equipment. 


The unusual allegiance of Empire dealers to 


Empires as their leader is based on this fact. 
These men have found that when they sell a 
customer his first Empire they do not have to 
sell him again. One trial makes of him a 
confirmed Empire user. 


Automatic replacement sales are more profit- 
abie today than ever before. By pushing 
Empire Tires you can build up the kind of 
good will that, when all is said and done, is the 
surest guarantee of ultimate business success. 
Moreover, you will begin to realize on your 
Empire franchise at once, for the Empire 


proposition is unusually attractive. 


EMPIRE RUBBER & TIRE COMPANY 
TRENTON, NEW JERSEY 


“The Empire Cord 1s one of the best three cord tires made’’ 
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PRESCOTT, ARK.—The Nevada County 
Hardware Co. recently elected Arthur 
M. Westmoreland president; H. O. 
Giles, vice-president and C. C. Calhoun, 
secretary and treasurer. 


EMMETT, IpAHO.—W. H. O’Byron 
has sold his interest in the White- 
O’Byron Hardware Co. to W. H. Cam- 
merer, and the firm name has been 
changed to the White-Cammerer Hard- 
ware Co. 

ATLANTA, ILL.—Harold Gilbert has 
purchased the Reeder interest in the 
firm of Gilbert & Reeder. Gilbert & 
Son is the new firm name. 


CoryDon, IND.—J. J. Bulleit & Son, 
Inc., have purchased from George B. 
Wahl his stock of stoves and ranges, 
harness, bicycles and sporting goods, 
and added it to their own stock. 

LA Porte, IND.—F. D. Ramsey, 514 
Lincoln Way, has disposed of his stock. 

BELMOND, loOwA.—The Townsan 
Hardware will on or about April 1 
commence business here, and carry a 
general line of hardware. The con- 
cern requests catalogs on a line of mal- 
leable ranges and washing machines. 

MANCHESTER, Iowa.—W. H. Hutch- 
inson has sold his interest in the hard- 
ware business of Hutchinson & Atwater 
to Henry Pettlon, and the name has 
been changed to Pettlon & Atwater. 


New SHARON, IlowA—Davenport & 
Garner have been succeeded by T. Glen 
Garner. 

SriBLEY, Iowa.—The Cajacob Hard- 
ware Co. has taken over the stock of 
Art Cajacob. 

SULPHUR SPRINGS, IowA.—The stock 
of Fredericksen & Sorensen is now 
owned by C. C. Bryant. 

FE/NTERPRISE, KAN.—The J. F. Buhrer 
stock has been purchased by the Meyers 
& Chandler Hardware Co., which re- 
quests catalogs on the following: Barn 
equipment, bathroom fixtures, belting 
and packing, bicycles, builders’ hard- 
ware, churns, cream separators, cut- 
lery, electrical household specialties, 
electrical supplies and equipment, farm 
implements, flashlights, fishing tackle, 
furnaces, garage hardware, gasoline, 
gasoline engines, guns and ammunition, 
hammocks and tents, heating stoves, 
heavy hardware, incubators, lubricat- 
ing oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing depart- 
ment, poultry supplies, pumps, refrig- 
erators, shelf hardware, silverware, 
stoves and ranges, tin shop and wash- 
ing machines. 

Err, Kan.—D. L. Alderson has 
bought the interest of his brother in 
the firm of Alderson Bros. The firm 
name will remain unchanged. 

FREDONIA, Kan.—F. M. Brockway 
and J. P. Timmons have commenced 
business here under the name of 
Brockway & Timmons. Their stock 
comprises the following: barn equip- 
ment, builders’ hardware, churns, cream 
separators, cutlery, dairy supplies, elec- 
trical supplies and equipment, farm im- 

plements, flashlights, fishing tackle, 
garage hardware, gasoline engines, 
guns and ammunition, harness, heating 
stoves, heavy hardware, home barbers’ 
supplies, lubricating oils, mechanics’ 
tools, pumps, shelf hardware, stoves 
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and ranges and washing machines. 
Catalogs requested on a line of in- 
cubators. 

KANOPOLIS, KAN.—W. D. Sturgis has 
disposed of his stock and business to 
the Sturgis Hardware Co. 


LINCOLN, KAN.—W. W. Troup & Son 
are the new owners of the Troup & 
Robinson store. 


Perry, KAn.—The stock of J. W. 
Rouse has been damaged by fire. 

WEBBER, KAN.—F.. E. Browning has 
purchased the business heretofore con- 
ducted by Browning & Son, and estab- 
lished in 1893. He will continue it un- 
der his own name. 

MIDDLESBORO, Ky.—The Middlesboro 
Hardware Co., doing both a wholesale 
and retail business, is building a new 
two-story building 25 x 140 feet. 

New Beprorp, Mass.—After 38 
years in the hardware business, Walter 
Jenney has retired from the firm of 
Perry P. Jenney & Son, 772 Pleasant 
Street, established in 1876. Lemuel 
F. Besse, who has been in his employ 
for 25 years, will be the new owner. 

NORTH ADAMS, Mass.— Richard 
Lawless, who has been connected with 
the Payne-Cummings Hardware Co., 
wholesalers and retailers, for the past 
three years, has been made a member 
of the firm. 

ALBION, MicH.—H. C. Menke & Co., 
105-107 S. Superior Street, have suc- 
ceeded to the business of Spears & 
Scofield. Catalogs requested on auto- 
mobile accessories and tires, bicycles, 
electrical supplies, gasoline engines and 
wheel toys. 

NortH HAmpTON, Mo.—Denny & 
Jones, operating a branch store at 
Bethany, have purchased the Rowland 
stock and consolidated it with their 
own. 

CLINTON, Mo.—The Crancer Hard- 
ware Co., owner of the Karl Giacomini 
stock, and doing both a wholesale and 
retail business, requests catalogs on 
barn equipment, bathroom fixtures, bi- 
cycles, builders’ hardware, churns, 
crockery and glassware, cutlery, flash- 
lights, fishing tackle, guns and ammu- 
nition, heating stoves, heavy hardware, 
home barbers’ supplies, incubators, 
kitchen cabinets, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, 
poultry supplies, prepared roofing, 
pumps, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
goods, stoves, ranges and washing 
machines. 

Rock Port, Mo.—Douglas & Zieke 
have sold their stock to the Douglas 
Hardware Co. 

St. JosePpH, Mo.—The George F. 
Leaper Hardware Co. has made exten- 
sive alterations and imvrovements in 
its harware store, and requests catalogs 
on, a general line of hardware. 

Winpsor, Mo.—Salmond, Cowden & 
Moore have sold its stock to the Wind- 
sor Hardware Co. 

MissouLaA, Mont.—The Reinhard 
Hardware Co. has changed its name to 
the Cosner Hardware Co. R. Cosner is 
president. 

DANNEBROG, NEB.—Jacobsen & Niel- 
son, successors to M. M. Jacobsen, re- 
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quest catalogs on the following items: 
Automobile accessories, barn equip- 
ment, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, 
churns, cutlery, dairy supplies, dyna- 
mite, electrical household specialties, 
electrical supplies and equipment, 
flashlights, fishing tackle, furnaces, 
gasoline, gasoline engines, guns and 
ammunition, hammocks and _ tents, 
heating stoves, heavy hardware, home 
barbers’ supplies, incubators, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, poultry supplies, pumps, 
refrigerators, shelf hardware, silver- 
ware, sporting goods, stoves and 
ranges, tin shop, toys and games, wash- 
ing machines and wheel toys. 

HOLDREGE, NEB. — The Granlund 
Hardware Co. has purchased the Gran- 
lund & Anderson hardware stock. 

NELIGH, NgeB.—The Farmers Union 
Co-operative Association has moved to 
a new location, and requests catalogs 
on automobile accessories, automobile 
tires, barn equipment, churns, cream 
separators, crockery and _ glassware, 
cutlery, harness, heavy hardware, in- 
cubators, lubricating oils, mechanics’ 
tools and shelf hardware. 

ZANESVILLE, OHIO.—The Clossman 
Hardware Co. has been incorporated 
with a capital stock of $200,000 to con- 
duct both a wholesale and retail busi- 
ness in the following, on which cata- 
logs are requested: Barn equipment, 
bathroom fixtures, belting and packing, 
builders’ hardware, building paper, 
churns, cutlery, dairy supplies, dyna- 
mite, electrical household specialties, 
electrical supplies and equipment, 
farm implements, flashlights, fishing 
tackle, garage hardware, guns and am- 
munition, hammocks and tents, har- 
ness, heating stoves, heavy hardware, 
home barbers’ supplies, incubators, 
kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, phonographs, poultry 
supplies, prepared roofing, pumps, 
refrigerators, shelf hardware, silver- 
ware, sporting goods, stoves and 
ranges, toys and games, washing ma- 
chines and wheel toys. 

STILLWELL, OKLA.—The C. A. Snod- 
grass Co. has commenced business here 
and requests catalogs. 

Wauwatosa, Wis—The Wauwatosa 
Hardware Co. has sold its stock to the 
J. E. Robertson Hardware Co., which 
requests catalogs on the following 
lines: Automobile accessories, barn 
equipment, bathroom fixtures, belting 
and packing, bicycles, builders’ hard- 
ware, building paper, cutlery, electrical 
household specialties, electrical supplies 
and equipment, flashlights, fishing 
tackle, furnaces, gasoline, guns and am- 
munition, heating stoves, heavy hard- 
ware, housefurnishings, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, pumps, refrigerators, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, tin shop and wash- 
ing machines. 

WASHINGTON, Pa.—James D. Thomp- 
son has purchased the interest of his 
partner, W. W. Holmes, in the firm of 
Holmes & Thompson, 56 West Chest- 
nut Street, and will continue the busi- 
ness under the name of the Thompson 
Hardware. 
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the UNIVERSAL Cleaner. 
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When you put the UNIVERSAL out on trial the sale 
is as good as closed. It proves its greater worth by its 





ie better work. When the trial period ends the UNI- ‘ 
i VERSAL won't come back but its price will. tee 
“4, nd 
The UNIVERSAL holds securely ‘and unchallenged hy 
bs the position it has won. It leaves nothing unsup- fa | 
vh plied that any woman has ever wanted—or can want. es 
, Sell the UNIVERSAL for the years-ahead service it : / 


will deliver. Sell it. for the profit it will yield today. 


Landers, Frary & Clark 
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Get your copy of 


“Ad lAids” 


It contains new material to 
arouse interest and _ stimulate 
demand for the Universal Cleaner. 
The big book is FREE. Every- 
thing in it is FREE. Write— t 


right now! 4 3 
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Peace Pipes—And the Keoruk Treaty 


In the days when America was young Old Chief Keokuk’s red-skinned braves 
battled to keep their territory free from encroachment alike by friendly whites 
or warring savages. For his fearlessness in battle and his faithfulness to his 
treaties, the old Chief became famous. ‘‘Once friend, always friend,*° said he. 


The spirit of Chief Keokuk has persisted in this organization whose integrity 
he symbolizes. Today red-blooded distributors and dealers who wage the good 
fight for business can depend upon Standard Four Quality and Standard Four 
Agreements. Once the treaty is signed, the territory is yours permanently and 
exclusively. Neither competitive price cutting nor factory paternalism will 
handicap your activities. 





And you can rely upon Standard’ Four for as much sales and advertising co- 
operation as you need—and want. 


Wire or write us today for details of distributors or dealer’s proposition. 


STANDARD FOUR TIRE COMPANY 


DEPT. B BRANCHES AT KEOKUK, IOWA 
Los ANGELEs, CAL. ATLANTA, GA, DENVER, CoL. 
342 W. Pico St. 2 Courtland St. 1700 15th St. 


dard Four Tires 


| “Chief of the Tire Tribe” 
| 
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Window display 
and Sales 


One reason why Gargoyle Mobiloils bring customers 





O one questions the fact that window hardware used around an automobile. Gargoyle 
display helps to sell goods. Roughly Mobiloils thus help hardware dealers to build 
there are two methods of using your window. up steady customers for their slow-moving 
One is to exhibit slow moving goods, the other goods. 
is to display merchandise on which you can Our Chart of Recommendations has the 
build a steady, repeat business. confidence of automobile owners the world 
There is no question as to which method is OV€T- Hanging on your wall it shows your 
more productive of results. Slow moving CUStomers that you are competent to specify 
goods are slow because there is little need for the correct grade of Gargoyle Mobiloils for 
them. Goods for which there is already a de- ¢Very make of automobile, tractor, truck and 


mand are far quicker to attract new cus- motorcycle. 


tomers. Thousands of hardware merchants the 

Hardware merchants find that cans of Country over have found that Gargoyle 
Gargoyle Mobiloils placed in their lesan: Mobiloils brings immediate profits 
window invariably attract automo- Ya and lead to the sale of many 


bile owners. These motorists not other items. Your business needs 


only need oil, but miscellaneous 


Mobiloil 


A grade for each type of motor 


Ga rgoyle Mobiloils. 








[VACUUM OIL COMPANY "222225 NEW YORK.U.S.A. ,| 


Domestic Branches: New York Boston Philadelphia Chicago Pittsburgh Detroit Indianapolis Minneapolis Des Moines Kansas City, Kans 
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“STOP YOUR DAILY NEWSPAPER!” 


What would you think of a man who suggested that you stop your daily news- 
paper? 

You’d say: “How am I to know what’s going on if I stop reading the news?” 

Now if it’s important for you to keep informed on general news, how much 
more important is it that you keep informed on trade conditions in your particular 
line of business? 

With the approach of Spring every Hardware dealer is interested among other 
things in the sale of auto accessories. 

The merchandising journal to which most Hardware dealers turn for their 
accessory information is HARDWARE AGE. No dealer should miss the big 


AUTO ACCESSORY NUMBER APRIL 21 


Attractive window displays, arrangement of stock, new goods, market condi- 
tions, different ways of getting accessory prospects to your store—all these and 
many other timely helps will be featured in this special issue. 


Investigation Conducted by the Eclipse Mfg. 
Co., Indianapolis, Ind., Among 5,000 Hard- 


ware Dealers from Every State in the Union 


Recently the above company, manufacturers of the Hercules Line of Spark 
Plugs, sent out a questionnaire and letter to nearly 5,000 Hardware dealers, se- 


lected at random throughout the United States. 
Their object was to determine the percentage of Hardware merchants who sell 
motor accessories and the result of this investigation showed that— 


66% of Hardware Dealers Handle Auto- 


motive Accessories and Tires 


Others are rapidly learning that the automotive line is a profitable one to carry. 

You will want to keep posted on this important feature of modern Hardware merchandising. 

The Auto Accessory Number of HARDWARE AGE of April 21 will deal primarily with 
this big subject. Special articles will include— 

1. Suggested opening stocks, compiled by an expert, to fit Hardware stores of all sizes. 

2. Merchandising stories covering the handling of practically all Automotive Accessories, 
Equipment and Supplies. 

3. Market reports that will go thoroughly into conditions in the hardware industry and 
will give both prices and price tendencies of the leading staples in the line and other good 
things. 





HARDWARE AGE 


“‘The weekly text book of hardware merchandising’’ 


239 West 39th Street NEW YORK 
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With normal conditions gradually returning and prospects bright for 


a flood demand for varnish and enamels—dealers should “Buy Now, 
by all means—for the requirements of the early spring trade. 
(American Paint and Oil Dealer, January.) 


Fill in with a quick-moving line of Hilo Var- 
nishes and Enamels. Backed by 58 years’ de- 
pendability, they assure satisfaction because 
each article is made to serve a particular pur- 
pose, well. Doing this, is a sure way for 
building trade. 


Hilo Molmanite White Enamel for charm of 
white on interiors and exteriors, and Hilo 
Floor Finish for all-around household varnish- 
ing. These are among the leaders right now 
because they fit-in with thrift habits of the 
consumer, because he is interested in making 


the old do as good as the new. 


—prepare to meet Spring demands of your trade. Put 
in a quick-moving line of Hilo Varnishes and Enamels. 


HILO VARNISH CORPORATION 


i BROOKLYN, 
N. Y. 
Mim 
mtn 


CHICAGO, 


\\h 
aa" 
gs AN 








BABCOCK 2. 


A Babcock Spruce Extension Ladder 


SIDE RAILS 
Clear Straight Grain Spruce 


RUNGS 


M) 
mt 





Hand Split and Hand Shave Straight Grain Oak Don’t Take Chances 


LOCKS 
Automatic Malleable Spring Locks 


GUIDE IRONS 
Hand Made and Hand Forged 


on a Poor Cheap 
Ladder, You 
Can’t Afford It 








MALLEABLE PULLEY WITH ROPE COMPLETE 


Have you seen any better? It’s absolutely safe. 


W. W. BABCOCK CO. 


Delaware Ave., Bath, N. Y. 
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Black Diamond for Cutting 


When you buy a file you buy cutting service. 
buy Black Diamonds. 


that has won highest honors at expositions and at the bench. 


Two simple steps will lead to better filing except where Black Diamonds ' 
are already used. Our catalog is free for the asking. 
costs nothing and will show convincing results. 


Established 1863—Owned and operated by Nicholson File Co, 


G. & H. Barnett Company. 1078 Frankford Ave., Philadelphia, Pa 


For extra cutting value 


Made since 1863 to a standard of file quality 
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A shop trial 


G. & H. Barnett Company—Philadelphia, Pa., U. S. A. 


Black Diamond File Works q 








Owned and Operated by Nicholson File Co. 



































work all the time; no ja 
elished. They x 


Sell Them 
by the Set 





Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 
It isn’t hard. Every mechanic needs the entire set in his work, and it 
tesolves itself to a question of selling him once or 
out the value of the case, 
hand, preventing loss, ete. Try it. : 
Forstner Bits are the only bits that are not dependent on a center or a& vise. 
level to guide them. They cut from the outer rim. The entire surface is at 
ds; every part of the work is smooth and 
bore their way through hard, 
eaving a smooth hole and clean, polished surface. 
Let us send you catalogues. Order through your jobber or direct. 


The Progressive Monstacturing Co. 
TORRINGTON, CONN., U. S. 


its use in keeping the bits in order and near at 


“Y ANKEE”’ 








THREE SIZES 





With Detachable Swivel Base 


Three Sizes: No. 1991 1992 1993 
Jaw Opening..............1%” 1 15/16” 3%” 
Height Over Bi 25, eee 3%” 4%” 5%” 
Length Over All. ee 6” 8%” 
Net WeMBE. . 55 ccasccenccee 6 Ib 14 Ib 








This vise is accurately machined on the bottom, sides 
and end, for use in holding work in several positions on 
drill press, shaper, etc., allowing it to pass through 
several operations before necessary to change it in the 
An entirely distinct feature in vises and one that 
is quickly appreciated by Tool Makers, Pattern Makers 
and Machinists. 


NORTH BROS. MFG. CO. 


PHILADELPHIA, PA. 


seventeen times, Bring 


knotty, cross grained wood, 























Introducing the Athol U-Beam Vise 


A new Athol Product which will replace our Oval Slide and 
Farmer Vises. Built after 53 years of manufacturing experience 
to meet the demand fora middle class Vise for the home, farm 
and garage trade. Made of the same material as our Athol Star- 
rett Machinists’ Vises, subjected to the same rigid inspection. 
Can be sold in competition with other Vises of similar design. 
Average weight of metal greater than in others. 


Write us for particulars and also our 60 page catalog. It will interest you. 


THE ATHOL MACHINE & FOUNDRY CO. 
ATHOL, MASSACHUSETTS 
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“ibys ovens are good ovens. They are stronger built, good 
looking and effective in operation. 
Corco ovens are scientifically designed to utilize every unit of heat. 
Loss by radiation is prevented by asbestos lined outer walls, and 
tight fitting doors confine the heat to the cooking chamber. 
Vents in the lining and outer walls assure perfect heat circulation. 
Corco ovens can be used with any gas or oil stove, or with a gas hot 
plate. 

Wheeling Corrugating Company 


Wheeling, W. Va. 


Chicago Kansas City 
St. Louis Minneapolis 


New York 
Philadelphia 


Chattanooga 
Richmond 


Width—21¥ in. 
Depth—12¥4 in. 
Height—18 in. 
Door opening— 
19 x 11% in. 


Body of smooth 
even colored 
steel sheets. 


Nickeled corners, 
turn-buckles 

and Alaska cold 
handles. 


Bright tin plate 
covers to peep 
holes. 

Outer wall of 
oven lined with 
asbestos, keeps 
heat inside, 
prevents rust 
and sweating. 


Strong 
rigid 
check rods 
supporting 
oven door. 


Removable tin 
linings, tin lined 
door. 
Removable steel 
linings at top. 
No. 1 Oven 
door has 9x16 
in. double 
strength glass. 
No. 2 Oven 
has metal 

oor. 

Spot welded 
oven racks, 
round corners. 


Deflector plate 
fastened to 
bottom rack. 
Both racks 
removable. 
Each oven is 
oiled to prevent 
rust and 
covered with 

a paper bag. 
Shipped three 
in wooden 
crate. 
Approximate 
shipping weight 
60 Ibs. 
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HARDWARE 


MONTPELIER 





For 


AUTO ACCESSORIES 
SCREWS 


GET NEXT 
TO 
“HELLERS” 


FAMOUS SECTIONAL CABINET 


BOLTS, ETC. 


PROMPT SHIPMENTS 
Ask for Catalog 37-E 


W. C. HELLER & CO. 


OHIO 
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Combination 
Service Wrench 


Does the work of a good monkey or pipe 
wrench. Made of a forged steel bar case 
hardened throughout. Construction has 
double strength. A time saver. Does 
away with carrying two wrenches. Guar- 
anteed. Sell them and better please your 
customers. Write for prices. 









| TRADE 
MARK 


Bemis & Call Hdw. & 
Tool Co. 


Springfield Mass., U.S, A. 







































“C.B-CO.” Bottle Capper 


Complete in Itself 


Double 
Levers 














Light Automatic 
Compact Plunger 
Durable Releases Bottle 
Nickeled Steel and perfects 
Easy to operate double Seal. 


No adjustments! No Stands! No Blocks! 
No grasping bottle with the hand! 

No Set Screws! No Keys! No Springs! 
Just cap the bottles as they stand! 


“CAPS THEM ALL” 


shah et 


Prompt ehépment.. Good profite. Quick turnover. Write for Prices. 


COMSTOCK - BOLTON COMPANY 


Manufacturers of Household Specialties 
1925 E. 15th St. Kansas City, Mo. 



































Hardware 
dealers will find 
the BUFFALO 
LINE very prof- 
itable. 


Forty years of 
practical experi- 
ence has enabled 
us to perfect 
tools that have 
met the demands 


of the black- 


smith and wheel- 
wright. 
Write Dept. 34 for catalog. 








BUFFALO 
FORGE COMPANY 


BUFFALO, N. Y. 








































Harvest King 


Cleveland 





Cleveland Grindstones Work 


Considering what a man can do with a grindstone, 
it is about the most profitable investment he can have 


in the line of machinery. 


Get your customers to buy power driven grindstones. 
will put a keen edge quickly and easily on all tools. 
man realizes their real value he will never be without one. 


THE CLEVELAND STONE CO. 


They 
When a 
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*P Time to STOCK UP 
on HAME CHAINS 


This 
is There are a number of different brands on the market besides our own. We 
the invite the most careful, painstaking comparison. We would hesitate to make such 
“Zenith” a sweeping invitation were we not positive that our line of Hame Chains surpasses 


any others. 


You are the Judge 








We make the “DODSON,” “ZENITH,” “PREMAX” and “LOOP-LEVER.” 
Special Literature on Hame Chains or Cat. No. 25 gladly sent upon request. 


NIAGARA METAL STAMPING CORPORATION Niagara Falls, N. Y. 
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The Right Barrel Cart 
‘ for Your Trade 
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We have the biggest ix 
‘ st | 
li 7 yee ina A ‘- Bt A platform barrel cart that is just the right thing for farm 
clipper proposition Ol- & or dairy use. Built low, easy to load or unload. Carries water 
fered to the trade. It’s jz barrel, five milk cans, or sacked produce. Parallel arch steel 
a proposition that pays iS yoy the on sane and wooden back rests make it adaptable 
and pays big—because it 2 . 7 
satisfies. 3 Platform size 27 x 30 
aa .. a 
Our proposition 1S jx Woodwork painted drab, wheels yellow, ironwork red, hand 
that you stock Priest’s & striped and varnished. 
Clippers! Write. 2 Equipped with No. 36 steel wheels, 
° (3g Shipped K. D., one in a package. Shipping weight per dos., 
a American Shearer Mfg. ize) 1200 Ib. Send for catalogue illustrating this and other kinds. 
(33) 


An excellent seller with hundreds of hardware dealers. Send 
4 your order today to the 


Company ie 
350 Main St., Nashua, N. ri. iS 


Wiebusch & Hilger, N. Y. Be PUFFER-HUBBARD MFG. Co. 
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A Well Balanced Grape Shear of Unusual Value 


A solid steel blade and blued volute spring are two features of this Clyde Grape Shear that will 
appeal strongly to the prospective customer. 

These two perfections alone will increase your chance for a sale, and render your customers more 
in service. 


Prices and catalog on request. 
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Sales Talk No. 280 on Files of Quality 


Betterment A 


Where the rat-a-tat-tat of the rivet gun heralds the rise of a new skyscraper— Bi 


ou, 


Where huge bulwarks of timber surround the mighty bulk of a new ocean greyhound— 
Where far-reaching ribbons of steel fade out in shadowy perspective— 
There you will find Delta Files, striving, ever striving, for a more useful world. 


They are the kind you should sell. 


DELTA 
Philadelphia, U. S. A. 











Competition forbids increasing 
profits by raising prices, but it 
doesn’t forbid increasing sales by 
selling a better line. More sales 
mean bigger profits—you give more 
and get more when you sell 


Made a little different—a little 
better than others, cost no more, 
sell easier and oftener. Our catalog 
shows a long line of profit makers— 
pumps of special design, construc- 
tion and adaptability. 


OV \2-2-0e 1010 eh - oto 
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SYRACUSE 
|= FN 3-35 


As good as they look 

and they do look good! 
Syracuse Babbitts are made to sell as 
well as to serve. In straight competition, 
price for price, these babbitts will easily 
outsell any other babbitt metals. 


Every dealer in mill supplies should carry 
MANGANESE BABBITT 

the bearing metal that covers the widest range 

of service. 


Every trolley line and power house in your 
territory should use 


GOVERNMENT GENUINE 


This is the most famous babbitt in America. 


Where the service is hard, but not such as to 
require Government Genuine, recommend 


MASTER METAL 
a long wearing copper-hardened babbitt. 


Shall we send samples 
for comparison purposes? 


UNITED AMERICAN METALS CORPORATION 
Diamond Street & Meserole Avenue, Brooklyn, N. Y. 























SPECIAL SCREWS » ano UPSET WORK 
ZB Xp, IRON. BRASS & Yy 
Bp Peomicneren < y 
<OForp WS 


Rivets 


SCREWS 


“CONTINENTAL WOOD SCREW CO. 


New Bedford, Mass. 
Incorporated 1904 
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SAFETY LINK CHAIN 
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6 Tube Revolving Puncn 


JACK CHAIN SASH 
CABLE 


ree, ai AINS 


AA and XXX 


THE SMITH & EGGE MFG. COMPANY 


“ORIGINATORS OF SASH CHAIN” 
BRIDGEPORT, CONN., U. S. A. 

















A Favorite With 
the Farmer's Wife 


\ 


Cary’s “Everlasting” 
Flexible Steel Mats 


Every farm-wife can , 
see at a glance how a 


“MADE FOR SERVICE” 
Sturges Steel Churn 


takes work out of 
churning. All-metal con- 
struction—no corners for 
dirt—no wood to soak up 
milk—no trouble to clean. 
Light —easy to handle. 
Beautifully finished in red 
and blue. 

Write today for 
Circular No. 28. 
Sturges & Burn Mfg. Co. 
Established 1865 
Chicago Illinois 


Pastern Office & Warehouse 
30 Church St., New York, N. Y. 


are made of the best quality cold 
rolled strip steel, throughly galvan- 
ized, which enables it to withstand 


sizes to order. 





severe usage without rusting, also 
outwears many times any other mat 
made. The United States Govern- 
ment specifies that our mat be used 
in all buildings within their jurisdic- 
tion. Made in twelve stock sizes, also 
in rolls of 50 feet, special] shapes and 


CARY MFG. CO. BROOKLYN, N. Y. 

















Mr. Jobber —You Get Real 


Sales Co-operation 


One of the Few Dependable Sources of Supply 
Unrestricted Resale, Allowing Fine Profit 


Consolidated Electric Lamp Company 


208 Maple St. 


DanVers, Mass. 
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Meet Their Demands with Clark’s 


Remember our line of casters is complete. We make 85 differ- 
ent styles and sizes. 














All are well known and well liked. For general use in mount- 
ing platforms and box trucks, store and factory baskets, the 
two styles here illustrated have proven especially desirable. 


Our catalog shows the complete line. Send for your copy. 








The George P. Clark Company 
Windsor Locks, Conn. 


No. 58, Medium Manufacturers of all kinds of Trucks and Casters 























A Wonderful Process 


of Economy 
Saves 45% of your Butter Bill 


TaAoe seat 


The patented Metal Dasher 


of this machine is It Pays Well to Carry These 


An Exclusive Feature MASCO PRO DUCTS 


It is constructed upon the prin- 
ciples of a propeller which give 
the greatest mixing force—an es- 
sential to merging milk and butter. Machined Cotton Waste (16 grades) 


It is made of metal—with no f i 
wooden part to swell and shrink Masco Motor Waste (in 1 Ib. cloth bags) 
and become unsanitary. Household and Marine Mops 
va Te Sy BES Cotton Mop Heads 
The Most N reer hide and Mixer Dish and Toilet Mops 
P 
Cleaning and Wiping Cloths 


Caulking Cotton 


Has im Cotton Wicking 
Pn 2K 





Bleached and Prepared Cotton 


saiateaetaaes i oa The Massasoit Manufacturing Co. 
Milk. Also Butter-milk from sour milk, 


Write for prices, 


STEWART - SKINNER CO, Fall River, Mass. 
420 GREEN ST. WORCESTER, MASS. ||’ 


Manufacturers of Masco Products 























Dealers Who Specify 


Anchor Brand Wringers on every order they place with Jobbers 
are handling the Wringer which in the important detail of trade 
responsibility, manufacturer's guarantee, and jobber de- 

; liveries, as well as customer's satisfaction, is the Wringer pNCHOR 
Se a that contributes most to the value of their stock and the 

; profits of their salesmanship. 


Anchor Brand Clothes Wringers 


LOVELL MANUFACTURING CO. - - - - Erie, Pa. | CO. 
Largest Manufacturers of Clothes Wringers in the World ERIE. PA 


ty em CYCLE. 
F LEB 
































